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Buy Appeal 


with the Hew Leader Officer® 


DIRECLITE 


It's a well-known rule of merchandising that to sell more you 
must show more. Now, with Leader's new DIRECLITE, you can 
spotlight and focus attention to a given section of your store 
or a particular item of merchandise. Used in combination with 
the well-known ‘‘Officer’’ Unit, DIRECLITE gives a selling 
power unequalled in lighting history. 


Previous purchasers will be glad to know DIRECLITE can be 
easily installed for use with their present equipment. 


Only Better Electrical Wholesalers 
distribute Officer and Direclite Units. 
There is a Leader Representative in 
your area. See him today, or write 


LECTRIC MANUFACTURING CORP. 


6127 NORTH BROADWAY... CHICAGO 40, ILLINOIS 
WEST COAST FACTORY...2040 LIVINGSTON STREET, OAKLAND 6, CALIFORNIA 
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The Weakest Link must be the SAFEST— 





Build greater 
permanent 
fuse volume 


with ECONOMY! 


Xpendable ... but giving*FULL-LIM 
A tuse must be “expendable weak enoug> sigr sterials, workma 
to break down when danger threatens, vet st: 3 


IT Protection! 


t 
enough to give the /ul/ jimit of protection be/ 


r 
it blows . 





This full load capacity, uniformly maintained 
in every Economy Fuse, is a product of years of 
experience in fuse invention, pioneering, snd 
development 


Examine any Economy Fuse Note the distin 
3 ‘Drop Out” Renewal Link inexper 
ly replaced 
to insure correct usage and 
tien consistent protec 
ed capacities cartridges 
last indetinitely unexcelled de 


2717 N. Greenview Ave. Chicago, Illinois 















The Advertisement reproduced above is appearing in magazines hav- 
ing a circulation of over 200,000 — to men who specify or buy fuses 


The “Jink” between Jobber Profits and Economy sales is solid and safe. Adver- 
tisements like the one above constantly push higher the already enormous 
demand for Economy fuses. Backing the advertising campaign is Economy’s 
proven record for quality and dependability. There’s permanent 
satisfaction among the tens of thousands who use Economy fuses! 
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2717 N. Greenview Ave. Chicago, Illinois 
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Y TH 
E MAKERS of WoaLp FAMOBS SYLVANIA 


RADIO Tubes re ae 
yood news for Sylvania Distrib- 


utors! Since the beginning of this 
year, Sylvania’s special bulb deal 
has resulted in the establishment 
ro} MPAOMOLOOMerenmeoleta (te le) mre hia hiz- tele! 
survey-selected electric light 
bulbs. Designed to assure a steady, 
effortless bulb turnover, the big, 
new “silent” salesman has been 
making an enviable record for 
itself in retail stores everywhere. 

This special deal, shown above, 
consists of a merchandising dis- 
eve NattetiambereitteleM-le ve) iticoh abe o 
This is stocked with the most 
popular and fastest moving elec- 
tric light bulbs, according to a 
recent consumer survey. 


SYLVANIA 


Makers of FLUORESCENT LAMPS, FIXTURES, WIRING DEVICES; ELECTRIC LIGHT 
2 





ELECTRICAL WHOLESALING—March, 1946 











Included free are (1) the Syl- 
vania merchandiser itself — a com- 
pléte bulb department ... with 
four bins plainly marked and 
priced. (2) Festoon string ... five 
attractive pennants printed two 
sides. (3) Reminder card ... for 
wall or counter ... constantly urg- 
ing the purchase of Sylvania light 
bulbs. 

This special deal .:.the fact that 
Sylvania Light Bulbs are nation- 
ally advertised as bearers of “the 
best light in sight,” and are known 
everywhere as top-quality bulbs 


. 1s “self-selling” at its best—with 






no fuss, no bother. Sylvania Elec- 
tric Products Inc., Salem, Mass. Sylvania lamps carry a double 
assurance — one from us, the other — 


Good Housekeeping’s Guarantee Seal! 


ELECTRIC 


BULBS; RADIO TUBES; CATHODE RAY TUBES; ELECTRONIC DEVICES 
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Wee ...this Square D Saflex 
Feeder Duct performance with other Duct 


Temperature rise 50% lower than for 
other totally-enclosed busses of 
equal copper cross-section and rat- 
ing. Balanced voltage drop of only 
1.8 volts per 100 feet. 








SAFLE X Ptus-in DUCT. . . Running 
Mate for Saflex Feeder Duct 


Permits plugging in’machines where 
and when you want them. Units are 
easily attached and disconnected. 
100% salvage for re-use. 
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All Feeder and Plug-In Duct 
is NOT pretty much alike... 


Performance, not Original Cost, 
is the prime factor in choosing 
the right duct... 


Your customers have a right to expect duct 
to pay its own way in terms of the flexibility 
and increased efficiency it provides. Any good 
duct will do that. But a careful inspection of 
SAFLEX DUCT will prove that there’s a vast 
difference in the degree of efficiency. 

Any duct installation represents a fairly sub- 
stantial investment . . . substantial enough to 
justify thorough comparison before selection. 
We not only welcome such a comparison— 
we urge it. 





COMPANY 


LOS ANGELES 











MILWAUKEE 
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Please change the address of my Electrical Wholesaling 








Mokers of: Industrial and Commercial Fluorescent Lighting Equipment 
Store Window Lighting @ Spotlights and Floodlights @ Desk Lamps 
Portable Floor and Table Lamps 7 Bed Lamps 
Ultraviolet and Infrared Health Lomps e Residential Lighting Specialties. 


























Get a bigger share of this Great Potential Market 
with MITCHELL INDUSTRIAL LIGHTING 


tes cm AMERICA . . . light-conscious factories need 
(and are now buying) up-to-date lighting. With a modern 
Industrial Lighting Department . . . featuring the complete 
MITCHELL line . .. you can render a thorough lighting serv- 
ice... and get volume business. There are so many “efficiency 
features”... such a wide range of models . . . MITCHELL 
Lighting is easter to sell. Moreover, behind your department 
stand MITCHELL resources, engineering ideas, promotional 
helps. All this assures you a big edge on competitors... 
year in... year out! 


Mitchell Manufacturing Company 
2525 CLYBOURN AVENUE, CHICAGO 14, ILLINOIS 


West Coast Factory and Sales Office: 1019 N. Madison Ave., Los Angeles 27 Cal. 
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Write for full-size Catalog No. 
281 and pocket-size Catalog 
No. 290. Each tells full story 
of industrial units . . . each 
builds sales. 
































{LUORESCENT fixtures equipped with Certified Ballasts can do a lot to 
build customer good will. Because they mean satisfactory performance 

longer... fewer service troubles . . . better lamp operation. 

Here’s why: 

1. Certified Ballasts are quality built ... made to specifications set up by 

foremost lighting engineers... to assure better lamp performance. 


2 


Certified Ballasts are E.T.L. checked. Sample ballasts are thoroughly 
tested by famous Electrical Testing Laboratories, Inc., before they are 
certified as meeting Ballasts specifications. Random samples are period- 
ically rechecked at the Laboratory and at the factories. 


3. Certified Ballasts help assure top performance in fluorescent lighting 
units that use them. Leading fluorescent tube manufacturers recognize 
this—since with Certified Ballasts in a fixture, they will guarantee lamp 
performance. 

Whether it’s in a new fluorescent fixture or for replacement in existing equipment, 

the customer's interests... and yours... are best served by Certified Ballasts. 





Certified Ballast Manufacturers 


he. Ball to Bla CSCe / 7 / 
CHICAGO TRANSFORMER CORP. GENERAL ELECTRIC CO. JEFFERSON ELECTRIC CO. 
3501 Addison St., Chicago, Illinois Specialty Transformer Section Bellwood, Illineis 
1635 Broadway, Fort Wayne, Ind. 
SOLA ELECTRIC CO. WHEELER INSULATED WIRE CO. 


2525 Clybourn Ave., Chicago 14, Illinois 378 Washington Ave., Bridgeport, Conn. 
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BEAUTIFUL in lustrous ivory 
and chrome trim, the R&M 
Portable Home Cooler has a 
ready market. No belts—no 
pulleys. Self-oiling and rubber- ( 
mounted for silence, this com- 
pact, lightweight cooler is easy 
to sell—and keep sold! Two 
sizes—24 and 30-inch blades. 
Both have exceptional air de- 
livery. Yet simple construction 
keeps their prices attractive. — 






































B61 eee ee mw oe 4 ee ees ee 


Les istic 





' JUST WHAT so many of your customers 
have been waiting for—an R&M De 
Luxe Fan! For desk or wall mounting 
in 10, 12, and 16-inch sizes, these two- 
tone beauties deliver a whale of a breeze 
with scarcely a whisper. For those in 
your trade who want, and will pay for, 
the finest! 








Keep ALL your Customers 
Cool, Calm...and Collect! 


You can easily satisfy a// your customers 
if you handle the Robbins & Myers line 
of fans. There’s a model for everyone’s 


\VY SA IT EDNRAPRN OX eros 























cooling problem—a single room to a 
whole house. Production is in high gear. 
But so is the demand. So list your needs 
now with the nearest R & M Fan Distrib- 
utor OR mail the coupon for his name 
and address and samples of our new fan 
literature. Act today and collect when 
the hot weather starts. 


» 
COMMERCIALLY or in the home, R&M 


Air Circulators suit the needs of still 
others of your customers. Good ventila- 
tion at a fraction of air-conditioning or 
attic-ventilating cost! For floor, bench, 
wall, or ceiling mounting, in 24 and 
40-inch sizes. R&M Air Circulators are 8 


in fora Guorte play and more profit for 70 WHOSE whe went 0 populer 
you than ever. 3 
fan at a popular price, you’re 
e sure to sell R&M Banner Fans. 
ROBBINS « MYERS - INC. sprincriet, onto ocduine cot cae dee 
In Canada: Robbins & Myers Co. of Canada, Ltd., Brantford, Ontario non-oscillating and 10, 12, and 
16-inch oscillating models. Your 
customers’ fan dollars can’t go 
further, can’t buy more anywhere 
other than from you! 





The above is a sample of the K&M fan 
advertising currently being addressed to 
dealers—to make your job easier. It is 

onsistent dealer promotion 
FOR LESS than the cost of a week's part of ac P 


vacation, those of your customers program—a campaign in trade papers 


who want the best in home ven- and point-of-sale material that is set to 
tilation can have it with an R&M 
Attic Fan. New 4-paddle designs 








help you sell! 


in four sizes—30, 36, 42, and 48- 





inch blades cool the whole house, 
top to bottom. Profitable all the 
way through for you, too! 
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Whe NIZ-AID 


Patented V-shaped ALZAK louvres 
assure more even distribution of 
glareless light and provide more 
light on the working plane. For 
continuous or unit mounting—sur- 
face or suspension. Designed for 
two 40-watt lamps. U. S. Patent 
No. D-138990—others pending. 


STEVENS HOTEL 
* 


Day-Brite Fluorescent Fixtures help increase your profits 
because they are optically engineered, designed for easy 


maintenance and lasting lighting efficiency. 
May we send you our new bulletins? 
Day-Brite Lighting, Inc., 5405 Bulwer Avenue, St. Louis 7, Mo 


Nationally distributed through leading electrical supply houses. 


In Canada: address all inquiries to Amalgamated Electric Corporation, 


Ltd., Toronto 6, Ontario. 


IT’S EASY TO SEE WHEN IT’S 


DAY-BRITE 
ee (0A 


~—~_—_— 
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“Exploded view” of 
reversible entrance 
cap shown below. 


. 
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Killark Service Entrance reversible fittings are designed for eomplete | 
watertightness when used with either horizontal or vertical conduit. 


a a 


Type BF—for 3” to 5” j Type FKB Flanged Entrance Fit 
conduit with 2, ” ag or —— ting—for ‘'/2” horizontal conduit 
P with 4 outlets. They are designed 

primarily for frame bulldings. 


Type F B—Reversible entrance caps 

for 2. 3, 4, or 5 outlets with 2” Type FB—For vertical or 
to >” horizontal or vertical tal 2” to 4” conduit. 2, 
onduit outlets. 


Type SLB Entrance Elbow with rub- Type GSLB Entrance Elbow with 
ber gasket for '2” to 3” conduit. grounding hub—rubber gasketed for 
Sturdy, durable and weatherproof. 34” to 1%” conduit. 


Killark fittings offer flexibility to the outside as well as 
the inside part of the job. 


Keep posted on the complete Killark line—with the latest 
complete Killark catalog. 





Offices and Warehouses: Atlanta, Baltimore, Boston, Chicago, Denver, Los V 
Angeles, New York, Philadelphia, Pittsburgh, San Francisco, Seattle and andeventer & Easton Ave. 
Syracuse. 


Offices: Cincinnati, Cleveland, Dallas, Detroit, Kansas City, Minneapolis. SAINT LOUIS 13, MO. 





SPANG-CHALFANT 


Division of The National Supply Company 
General Sales Office: Grant Building, Pittsburgh 30, Pa. 


District Offices and Sales Representatives in Principal Cities 
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BRYANT aa 
WEATHERPROOF 
DEVICES 


No. 4421 single pole 
weatherproof tumbler 
switch with robber 


mat. (No. 4423 3-way.) 


fireplaces and the like to connect lamps, toasters, grills, mixers, bug killers, Christmas lights and other 


require weatherproof switches and outlets. Look for wiring dollars outdoors! 


THE RAVAN ELECTRIC COMPANY ~ 


wie Bs DEVICES 





NEW YORK 





Look for Wiring Dollars 
Outdoors with «ee 











No. 3880 weather- 
proof convenience 
outlet with rubber 








Home magazines today are saying a lot about the new 
era of “electrical living.” They also point out the 
noticeable trend toward more and more “outdoor liv- 
ing.” Smart builders and architects are combining both 
by providing electrical living outdoors. 


Bryant weatherproof wiring devices are ideally suited 
for this development. Typical of the complete Bryant 
line, are the weatherproof tumbler switch (Catalog No. 
4421) and the weatherproof outlet with its quick- 
clamp cover (Catalog No. 3880) illustrated here. The 
switch is also available in a 3-way type (No. 4423). 








Completely protected from moisture, these devices pro- 


vide dependable outdoor service. 


Recommend, sell and install these weatherproof devices for screened porches, terraces, outdoor 


conveniences. And don’t overlook the farm market where outdoor lights and electrical apparatus 


SUPE wie Bs 


BRIDGEPORT 2, CONNECTICUT 0%" Flectrical 
Wholesaler 


SAN FRANCISCO CHICAGO LOS ANGELES 


A SUBSIDIARY OF WESTINGHOUSE ELECTRIC CORPORATION 


ELECTRICAL 





WHOLESALING—March, 1946 





TENSILE STRENGTH ELONGATION 


Pounds per square inch Per Cent 





INSULATION VOLTAGE BREAKDOWN 
RESISTANCES : Volts Per Mil 
CONSTANT 





1,200 


ail 


THREE TYPES of building wire are authorized under the new Electrical 
Code. These are: 










R—Used by the Industry since its inception. The copper conductor has a 
Code rubber insulation and fibrous overall cover. 


T—A copper conductor with VINYLITE (a synthetic compound ) insulation. 


RU—LAYTEX. This type has a copper conductor, natural rubber insulation 
and fibrous cover. 


The charts above show the wide margin by which LAYTEX leads in physical 
and electrical qualities. This is America’s lightest weight, smallest diameter, 
natural rubber covered wire. Now available without restriction. 


ss Working laaulates ile Rubber 
JNITED STATES RUBBER COMPANY 


1230 AVENUE OF THE AMERICAS + ROCKEFELLER CENTER + NEW YORK 20,N.Y. 
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CERTIFIED 


in accordance 
with Test 
Requirements of 


Specifications of 
Fleur-O-Lier Manufacturers 


ELECTRICAL TESTING 
LABORATORIES, INC. 
NEW YORK, N. Y. 














a thousand words 


; ; HE lighting fixture that bears this Over thirty leading fixture manufac- 
* label needs little more in the way of turers participate in the FLEUR-O- 
a “sales talk”. To everyone interested in LIER testing and certification program. 
the buying and selling of fixtures, the Added to the reputation and integrity 
FLEUR-O-LIER certification label is a of the individual manufacturers, the 
symbol of mechanical and electrical FLEUR-O-LIER Label is double as- 
excellence, satisfactory lighting per- surance of superior value and satis- 
formance and trouble-free operation. faction. 


All certified FLEUR-O-LIER fixtures are equipped with Certified Ballasts 
and Starters, additional assurance of better service from the lamps you use. 


FLEUR -O-LIER winpcon f 


Fleur-O-Lier is not the name of an individual manufacturer, but of a group of more than 30 leading fixture manvu- 
facturers. Participation in the FLEUR-O-LIER MANUFACTURERS’ program is open to any manufacturer who complies 
with FLEUR-O-LIER requirements. . \. 
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A BULLDOG MESSAGE FOR WHOLESALERS 


This reproduction of a current industrial magazine advertisement 
contains valuable information for wholesalers and their salesmen 


56 
“ 
oe 
ts 


Legionnaires } 


I 


proak SAFETY SWITCH with “CLAMPMATIC”’ CONTACTS 


Sizes for Every Switch Job 


ack 


For greater safety and dependability, matic” contacts, tight as a bolted connec- 
longer life and lower upkeep costs, lead- tion in the ON position, to reduce heat- 
ing plants the country over depend on ing—the Vacu-Break principle of arc 
BullDog Vacu-Break Safety Switches. suffocation to snuff out destructive arcs 
as quickly as they form—new simplified 
operating mechanism in modern stream- 
lined cabinet. 


Designed in a wide variety of sizes 
and types with capacities ranging from 
30 to 1200 amperes, standard models of 
this famous switch are available for 


: } Talk to expert BullDog field engineers 
every industrial requirement. 


about the electrical distribution problems 
No other safety switch has “Clamp- in your plant. Or write us for literature. 


BULLDOG 


B ELECTRIC PRODUCTS COMPANY Also Manufacturers of 
BOX 177 
- R. PK. ANNEX, DETROIT SafToFuse Panelboards— Switchboards — 


MICHIGAN. BullDog Electric 5 Circuit Master Breakers—Universal Trol-E- 
lucts of Canada, Ltd., Toronto. x Duct, for flexible lighting — Industrial 
1 Offices in All Principal Cities. Trol-E-Duct, for movable “loads — BUS- 

tribution DUCT, for “Plug-In Power. 
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S. S. KRESGE STORE, BOSTON, MASS. 

Fixture Mounting Height 

Watts per Sq. Ft. 25 

Average Illumination 24 foot-candles 

Bottom Lens Panels 
Code No. 90816, 81” x 48” 

Opal Diffusing Side Panels 


CORNING FLUR-O-GUIDES PROVIDE LU S:"resi*i aw 
High Level Illumination on Display Areas 








The fluorescent installation in the S. S$. Kresge Washington Street store in Boston 
is an example of how Corning Flur-O-Guides, used in conjunction with Corning 


Whatey 
e 
Specity rad li 


diffusing side panels, put light to work for the user. Here, Flur-O-Guide Fresnel ne Enpipitt Problem 

type lenses provide maximum illumination on the counters and on the merchan- CORN, Neereq i S., 

dise displayed. ma LENSe< Mewar 
High levels of illumination are obtained on the sales counters, without eye- € Ave 


, » AND 
Gene, ble 5, ANELS 


fatiguing glare in the direct line of sight. Diffusing side panels have been made SUPPLE eg Usury 
‘A G 


a part of the fixtures which cut down excessive brightness and provide for 










n 
Catizes *Y UGH 
. , : Oo lig TING 
good general illumination. 5 HATING 
. « ° ° m ° ° Pe 
Here is just one example showing how the complete line of Corning Light- Co Mercias 1 “~ 
. . . . . . . " /n 
ingware has been designed to meet the requirements of illuminating engi- Stopper Lj rel 
neers and architects. High quality plus engineering features and attractive THEATR,. SCH Ming 
. < < we lon cf 'e . < . < < « B &s My Os 
design distinguish Corning Lightingware and provide an ideal method of or, NK Hoye UMs 
a : : Pg a . , ‘ Sar ape Cc EL 
fulfilling your interior lighting requirements. When planning lighting py, Pecom - ing 
a A , . ‘ ; : mn l 
applications, consider the use of Corning Lightingware. tony Lighy. °nde i 
ye —, ° ° ° 99° ° nN 
Write for a copy of “Corning Lighting Data” illustrating the com- np, °° bo eral pp tial 
° e °4e . ‘ . . S. -¢ i ; ° 
plete line of the scientifically designed Corning Flur-O-Guide lenses Peay Ps ize Ligh, Nation 
. ‘ —-_ . ‘ ° $s. "i 
and diffusing panels and explaining how engineered lighting can be spec MOLY Liner’ PRIVare 
: : 3 fk ; ; fe 
applied to your lighting problems. Address Lighting Sales Dept. AR-2, bp {A80R Areas 
Corning Glass Works, Corning, New York RAFTING » 
orning Glass Works, Corning, New York. NG Roo 
Ms 
“CORNING 18 a registered trade-mark and indicates manufacture by Corning Glass Works, Corning, N.Y. 
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Smart st ng 


The key to SMITH -RAFT S leadership 


oe ee eS a 










in fluorescent 


if lighting 


ndles 








4 as 


“Distinctive and original in design,” is the 


o 


phrase many lighting authorities use in speak- —. 


ing of the Smithcraft line. Outstanding fluo- 


A hk a 


ce ee ce 





A. 

rescent fixtures start on the drawing boards of \ 
abcde bj i 
Smithcraft designers who keep an eye on to- at 
morrow, while planning for today. For every , 
factory, office and workroom there is a beautt- eu 
: Lyx 
ee a r a wait 
ful, efficient and appropriate Smithcraft unit. ay So 


A com plete line of commercial 


and industrial fluorescent fixtures 


heute 


LIGHTING DIVISION 








Chelsea 50, Mass. 
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Pittsburgh Permaflector 


Fluorescent 
Luminaires 


Curved Skytex glass side-panets in a satinol finish give 
The Tyler a distinctive appearance; hinged egg-crate sats a je 
louver bottom assures well-shielded illumination. & (OF; (Ont, 


Pendant mounted 
with Hanger No. 

The Tyler, one of a series of Pittsburgh Reflector Company’s AH-200 
new Fluorescent Luminaires, is especially designed to meet the 







requirements for a highly efficient and flexible luminaire 
adaptable to a wide range of applications. 

The Tyler and its companion units, The Wilson, The Jeffer- | 
son, The Madison and The Van Buren, are outstanding fluo- 
rescent luminaires ... but they represent only a small segment 
of the diversified line of Fluorescent and Incandescent Lighting 
Equipment designed by Pittsburgh Reflector Company to 
meet every lighting requirement—interior and exterior .. . OUTSTANDING FEATURES 


commercial, industrial and institutional. 
Electrical Wholesalers who handle Pittsburgh Permaflector 


®Die-formed all-metal parts for precision 
fit, maximum rigidity and strength, 


Lighting Equipment find that Pittsburgh Permaflectors are self- @Egg-crate louver bottom hinged for easy 

selling from every angle and have a wide and favorable accept- cesserinay. 

ance among leading equipment buyers. Wholesalers benefit PReflecting surfaces sprayed with heat- 
: ail ¥ : s resistant, baked-on white enamel per- 

by a ready response to this distinctive and highly profitable manently bonded to steel base. 

lighting line, backed by national advertising in leading ar- @light distribution controlled by reflector 

chitectural and electrical publications. Write for further details. Reflector easily removed for access to 


wiring channel. 


®Lamp holders securely mounted, on heavy 


‘ Py ff, b-ue rah ‘ Wo be , /, , ( 4 pifrar yf gauge support brackets. 
f Fs 





OLIVER BUILDING e PITTSBURGH 22, PA, * 24 
LL hts 
MANUFACTURERS OF PERMAFLECTOR LIGHTING EQUIPMENT . 
DISTRIBUTED BY LECTR woe 
IBU 8 a EC —_ enaegend apnea lermafilectc a 
Permaflector Lighting Engineers in All Principal Cities 
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THE ABC OF 


HAZARD INSULATIONS 








BUILDING WIRE 


Type R — up to 5000 volts — 50 C. 


Excellent ‘‘code’’ grade building wire 


HAZACODE 


WET LOCATIONS 


Type RW — 5000 volts — 50 C. Light 


weight—no lead—indoors or outdoors 


WATERTITE 


THERMOPLASTIC 
Building Wire 


Types T and TW—600 volts—60 C.— 
sizes No. 14 — 4 0 Dry and wet loca- 
tions — no braid — small diameter 


HAZAKROME 


POWER TRANSMISSION 


and General Use 


15,000 volts — oil base compound — 
70-75 C. High voltage circuits, etc. 


KEYSTONE 
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GENERAL USE 


5000 volts — 60 C. High current carry- 


ing capacity — all coverings 


PERFORMANCE 


HIGH GRADE WIRING 
All-Purpose 


Type RH — 8000 volts — 75 C. heat 


resisting, super-aging — all coverings 


PERFORMITE 


UNDERGROUND 


5000 volts — Non-leaded — for sub- 


marine use or direct burial 


SUBMARINE 


insulated wires and cables 
for every electrical use 





Fluorescent Circline Kitchen Fixtures 


Fluorescent Circline Table Lamps 














Fluorescent Commercials ——— 


Fluorescent Industrials 


Fluorescent Commercials 


THE BEST THAT'S NEW IN LIGHTING 


Lighting Products Commercial, In- precision, these new L. P. I. units will 
dustrial and Home Fluorescents set more than take care of the entire 
a new high in styling, performance range of your customers’ demands. 
and sturdy construction. Engineered Look to Lighting Products for the 
for better vision and constructed with best that’s new in lighting. 


3a oe > at at Be ss LA Me can 9 6 oe * “te stn Y - oe Le de? oS > eh “4 ; are “ew . ee, a ee z - * “> eS . - : . - 
ERENT SNE EEE PAGS RUPNARAIN Be BSB ip Ban REY SH Sor O 


LIGHTING PRODUCTS INC. 


HIGHLAND PARK oa ILLINOIS 
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___—— FIRST 


Excellent Tone 





SECOND 


Mechanical Supertorit 





THIRD 


Fine Styling 


~———— FOURTH 


Popular! y Priced 





, a after year, since their inception, the 


four important chime characteristics listed above, have made it possible for Rittenhouse 
Electric Door Chimes to assume and hold American home-owner preference 


Today, more than ever, Rittenhouse has pre-eminence in these distinguished attributes: 


TONE EXCELLENCE because Rittenhouse engineers have eliminated chime ‘‘static’’— objectionable 
mechanical noises. Rittenhouse tone ts clearer, richer, more melodious. 


MECHANICAL SUPERIORITY because only in Rittenhouse Chimes do you get the exclusive Rittenhouse 
Floating Percussion Unit, the patented ‘““Rhythm Master” timer—the simplest timing mechanism 
made, assuring trouble-free, and longer, flawless chime performance. Rittenhouse plungers and 
springs are locked in place permanently, new chime alloys guarantee extra tone quality, and an 
adjustable volume control and shut-off switch add still more to Rittenhouse chime utility and 
convenience. 


FINE STYLING because Rittenhouse Chimes combine the internationally acclaimed design ability of 
Norman Bel Geddes with the best chime craftsmanship and product materials available 


POPULAR PRICING because years of Rittenhouse manufacturing ‘know-how’, new war-developed 
methods and large-scale production make possible greatly reduced chime costs. These conspicuous 
savings are reflected in the price of the Rittenhouse line for 1946. 


THE A. E. RITTENHOUSE COMPANY, INC., HONEOYE FALLS, NEW YORK 


D Rittenhouse 7 


AMERICA’S FINEST CHIME SIGNALS 
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“Full Time” INDUSTRIAL Fluorescent Units 


FOR MORE FOOT CANDLE POWER 
a product of 









The Lighting unit of tomorrow—today!...engineered 
for “full-time”, trouble — free service. To assure 
accurate alignment of lamps, removable lamp-holder 
plates have been created for easy maintenance without 
removing fixture from the outlet. Also features 
louvered housing, remote starter control and removable 
steel reflector. Furnished with screw eyes for “easy 
level” chain hanging up to 144” adjustment. Designed 
for chain, stem or surface mounting. 





Union Made 
IBEW Local 
134 





ne lomp ° 
~ 40 Woy 


FOR A BRIGHTER WORLD 


ALL-BRIGHT ELECTRIC PRODUCTS COMPANY 


Manufacturers of Fluorescent Lighting Fixtures 
3917 N. Kedzie-Ave. Chicago 18, Illinois 
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°13.75 


including government 
excise tax. 





QUICK WARMTH 


Flameless; fumeless and 
clean, the Thermador Heat 
Fan brings quick warmth to 
cold corners, sick room or nur- 
sery—wherever you want it. 


The Heat Fan is busy the 
year around. On hot, stuffy 
days it circulates air, drives 
away dead air pockets — a 
portable breeze of gentle 
air wherever you want it. 


\\ 


- 


CLOTHES DRYER 


When you “wash out a few 
things,’’ or when the sun 
won't shine, plug in the 
Heat Fan. Excellent for 
stockings, baby clothes and 
lingerie, etc. 


HAIR DRYER 


Gentle and warm as a desert 
breeze, the Thermador Heat 
Fan dries your hair quickly, 
cleanly and easily — handy 
when you're in a hurry, 


“‘“Seven Leagues Ahead” 








FOR A FAST START 
AND A STRONG.FINISH 



































. it's Conduit Pipe Praducts every time. A winning combination for 
your customer's money. Conduit Pipe Products are preferred by electri- 
cians from coast to coast because they're properly gauged, carefully 
chamfered, perfectly reamed, rigidly inspected and labeled. Be sure you 


have an adequate stock. 


REPRESENTATIVES IN PRINCIPAL CITIES 


PIPE PRODUCTS CO. 


# og COLUMBUS, OHIO 





Bh ‘A 


PIPE COUPLINGS (_) PIPE NIPPLES @—D ELBOWS, 90°G-® AND 45° 


RUNNING THREAD PIPE gg) GOOSENECKS <—™ |) WALLPLATES 
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2-lamp reflector fixture 


equipped with 
FLUOR-O-SHIELDS 








) mi cad weeds 
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FLUOR-O-SHIELD 


light diffuser for fluorescent lamps 


e Eliminates Glare - Decorative - Instantly Attached 
e Diffuses Light Evenly - Fits Open-Face Fluorescent Fixtures 
e Ideal for Factory, Office, Store and Home Lighting 
e Of Lightweight Aluminum, Durable, White Enameled 








FLUOR-O-SHIELD is adaptable wherever exposed fluores- 
cent lamps (40 W and 20 W) are used. Snap-on clips permit in- 


AC \ que ch _ 
Ae 
stant attachment or removal without bolts, screws or tools. 
Simply snaps on. Reduces eye-strain, results in improved work 
and efficiency. Improves appearance of all open lamp fixtures. 


Vv 


Will not cast shadows. Does not catch dust or dirt. 

A TIP FOR DEALERS! Don't overlook a profitable business 
through the combined sales of FLUOR-O-SHIELDS, fluorescent 
lamps and starter replacements. FLUOR-O-SHIELD is an inexpen- 
sive, fast-selling, multiple item. Take stock of the opportunities 
right in your immediate vicinity—shops, offices, grocery stores, 
restaurants, factories. The decorative effects are surprising, too. 


Available in two sizes: 40 watt, 20 watt. Order today! If your 
distributor does not have stocks, ask him to write us. 40 Watt — 48-inch 





CAMFIELD MANUFACTURING COMPANY * GRAND HAVEN, MICH. 


SPECIFICATIONS: $425 


20 Watt — 24-inch 
Catalog No. Length Fits Tube Units per Pkg. Color | 


27-1-40 48-in. 40 watt 12 White 
|__27-5-40 24-in. 20 watt 12 White 
*Trade Mark—Patent Pending 


No time lost for installation. Just snaps 
No glare from any angle. FLUOR-O- Snap-on clips for instant attachment or on. Shipped ready for immediate at- 
SHIELD casts no shadows. removal. tachment. 
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to the new 


Firefly 
HI-LITE 


A beautiful horizontal fixture built to the exacting 
standards of this famous line ... modern... com- 
petitively priced... highly streamlined ... skillfully 
engineered ... easily installed in pendant hanging 
. + flush to ceiling or continuous rows. 


@ Deliveries are now good. 

@ Our definite policy of selling only 
to accredited Electrical Wholesalers 
affords complete protection. 

@ All inquiries from contractors are re- 
ferred to their nearest jobbers or to 
our sales representatives. 


@ Send today for our new FIREFLY 
catalog with price lists, 





oY, 


LAWN MFG. CO. INC. 


SJ 


2 








26 ELECTRICAL WHOLESALING—March, 1946 FI 
























All Ready 
For You 
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COMPLETE TGB KIT 
FOR THE MAN WHO HOOKS UP SMALL WIRES 


Contains everything you need: A lib- and mechanical connections. Ap- 
eral supply of standard T&B Sta-Kon* — proved by Underwriters Laboratories 
Pressure Terminals** for wire sizes and U.S. Government. Millions were 
+22 through 10, and the simple specified for battle-wagons, bombers 
T&B streamlined Installing Tool. and other critical war uses. 


This Assortment Kit assures quick, Buy one of these handy, inexpensive 
safe, neat wiring jobs in the shop or Sta-Kon Terminal Assortment Kits 
on location. No solder. No fuss. No today from your nearby T&B Elec- 
muss. T&B Sta-Kon Terminals are’ trical Supply Wholesaler, our sole 


engineered to make perfect electrical Distributor. 


* Trademark Ree. U.S. Pat. Off 


THE THOMAS = BETTS CO. 


INCORPORATED 


manufacturers of electrical fittings since 1898 
ELIZABETH... Mew JERSEY 


In Canede: Thomas & Betts itd. Montreal 
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CLIFTON 


MANUFACTURING CO., Inc. 
BOSTON 26, MASS. 
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PERFORMANCE 


@ To provide maximum performance, for 
fluorescent lamps, Acme Electric ballasts were designed with 
electrical characteristics that meet exactly the specifications 
of the lamp. Equalized secondary voltage of multiple lamp 
type ballasts provide for synchronized starting. Important 


‘ ‘ , The universal mounting type bal- 
and exclusive construction features provide greater lamp 


last, with lead wires that can be 
brilliance, high efficiency, noise-free performance. Compare arranged horizontally or vertically. 


Acme Electric ballast performance. 





AIR COOLED 
POWER TRANSFORMERS 


Acme Electric, all-steel construction provides 
maximum physical strength with minimum 
weight. Acme Electric design and construction \ 
provides maximum performance ... minimum 
maintenance. Built in sizes from 1/10 KVA to 
75 KVA, single and three phase, all standard 
primaries up to 2400 volts. 


Bottom lead type ballast permits 
economical fixture construction. 





The Acme Electric & Manufacturing Co. 
67 Water Street 


Acme Electric also manufactures Luminous Tube Transformers — 
Cold Cathode Lighting Transformers and Ballasts — Mercury Vapor 
Lighting Transformers — Radio and Television Transformers — 
Electronic Transformers — Door Bell, Chime and Signalling Trans- 
formers — Safety Transformers — Voltage Regulating Transformers 
— Step Down Transformers — Control Transformers — Warp-Stop 
Transformers — Capacitor Transformers for Power Factor Correction. 


IN CANADA, Acme Electric & Manufacturing Co. of Canada Ltd. 
1434 St. Catherine St., W., Montreal 25, Que. 
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Two ways your face can grow 
in the next few years 


SUALLY, our faces show what's happening to us. 
For instance, suppose financial matters are con- 


stantly on your mind. 

Suppose you know that there’s practically no cash re- 
serve between you and trouble. 

It would be surprising if your face didn’t show it. 

But suppose that, on the contrary, you've managed to 
get yourself on a pretty sound financial basis. 


Suppose that you're putting aside part of everything 


you earn... that those dollars you save are busy earning 
extra dollars for you... that you have a nest egg and an 
emergency fund. 

Naturally, your face will show that, too. 

There’s a simple and pretty accurate way to tell which 
way your face is going to go in the next few years: 

If you are buying, regularly, and holding as many U. S. 
Savings Bonds as you can, you needn’t worry. 


Your face will be among the ones that wear a smile. 


Buy all the Bonds you can... keep alll the Bonds you buy 


Electrical Wholesaling 


This is an official U. S. Treasury advertisement—prepared under auspices of Treasury Department and War Advertising Council 
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It’s their construction a 


These ballast features help keep 
that keeps G-E ballasts QUIET fixture users satisfied—they mean 


added profits for you 


With the broader use of fluorescent lamps in portable fixtures, 


and other intimate locations in the home, ballasts that stay S. tees si tel tar cote ae 
quiet are more important than ever. 


Every G-E ballast is built to keep quiet, and to keep ballast 2. Long life —for low replacement cost 
trouble out of your life. Quality begins with proper core con- 
struction and machine wound, layer insulated windings, and 3. Characteristics matched with lamp— 
progresses to solidly braced mounting of the whole assembly for rated lamp life and light output 


in a sturdy case. 

Special manufacturing equipment and extraordinary care in eS 
assembly assure permanent low hum level; unit tests weed out 
ballasts with possible defects. General Electric Engineers will be 











, ‘ ° ° JS CERTIFIE 
glad to advise you in selecting and applying ballasts or any AN r 
other fluorescent fixture components. Write to Apparatus i \ Up )¥ 


* 


Dept., General Electric Company. Schenectady 5. N.Y. me” EWE 


a 
Mb 
Sas 





GENERAL (ELECTRIC 


408- 38-6219 





Varch, 1946—ELECTRICAL WHOLESALING 31 









































Renda" 


Tee me, Buster,WHO CAN THIS RACO be ? 


@ Don’t let that question stump you. RACO is the trade-mark of All-Steel’s complete line 
of improved switch boxes and outlet boxes. It’s the uniform line that’s preferred by 
wholesalers and their salesmen—by builders, contractors, and architects the country over. 
Here's why: 
e Every Raco product is a precision product—no jagged or rough 
edges, no dirt or grease. Smooth, attractive finish. 
e@ Raco Boxes come neatly packed in protective carton... with number, 
quantity and finish. Easy to stock, inventory, and identify. 
e All-Steel has been making precision products for more than 33 years. 
The Raco line is made to the same exacting standards! 


Write today ... let us teil you more about Raco products. It’s the dependable line, thx 
profit line that’s sold nationally through wholesalers only! 


lse Raco clamp type boxes to solve many of 
your connector worries. 

DO-21-N-3, 3'2" dia. ts widely used with non- 
metallic cable. 

DO-30-N, 3%" dia. is the perfect box for use 
with “BX.” 

ALL-STEEL-EQUIP COMPANY, INC. 


DO-21-N 3 349” dia. 300 Kensington Avenue, Aurora, Illinois DO-30-N 31%" dia. 
DO 16-N -J 4 dia. DO-31-N ¢” dia. 








ELECTRICAL WHOLESALING—March, 





La 


mee | 


19: 









a 





Ed 


Neti nagycita Ret, 











. 


.for Exhausting 





CHELSEA fans and blowers—standardized for economy, diversified for suitability— 
meet all industrial requirements. Included are exhauster-ventilators for welding operations, 
pressure blowers for general purposes, fans for localized ventilation, louvers, roof 
ventilators, hood exhausters, equalizers, etc., for every phase of industry. 











By specifying CHELSEA ventilating products for immediate or post-war office, plant 
or home installation, you are assured of quiet, efficient, dependable equipment. Backed 
by over 30 years’ experience in specialized fan and blower manufacture. Details and 
product descriptions on request—write today. 


c 


CHEL 













A 





~ 


S 
UCTS 














; oe 


A)—TYPE D X B 
SPRAY BOOTH EXHAUSTER et - < : TREET 
5\—TYPE EU av aeea : 


PACKAGE ATTIC FAN UNIT IRVINGTON, NEW JERSEY 
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(C)—TYPE ED 
GENERAL PURPOSE ATTIC FAN 
(D)—TYPE BB 


ALL-PURPOSE INDUSTRIAL FAN 


33 





KNIFE-BLADE 
250 VOLTS 
600 VOLTS 

70 to 600 AMPS 





APPROVED BY UNDERWRITERS’ 








FERRULE 

250 VOLTS 

600 VOLTS 
3 to 60 AMPS. 


LABORATORIES 





LOOK TO THE FUSE LEADER FOR PRODUCTION PROGRESS 


STUD ANCHORS IN 
SPRING TENSION WASHER 








HI-LAG 


FUSES 


Wide Double Contact Surfaces — 
Spring Tension Locking of Links 


WARE HI-LAG Fuses provide extra wide contact surfaces 
on both sides of links and stronger connections. Link con- 
nections are held firm and tight at all times by large 
arched spring steel washers and heavy studded bolt, which 
locks the links into the circuit. ° 

Expansion and contraction of metals during Off and On 
periods compress links. This fluctuation causes loose con- 
tacts and oxidization in other fuses, which finally result in 
excessive heating and unnecessary blows. WARE HI-LAG 
construction keeps contacts permanently tight, thus insur- 
ing low resistance and longer fuse life. 

WARE HI-LAG has many exclusive features in addi- 
tion to the above; including the Link Design-Double Bridge 
Knife-Blade Assembly-Gas Vents and Simplified Construc- 
tion, only 3 Parts. That is why it is known as the World’s 
Best and Coolest Operating Fuse made. 

Investigate at once! Start economizing by making it 
Standard Equipment. 


Write for Brochure giving details of all the 
COOL FACTS, sizes and prices. 
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ADVERTISEMENT 


SYLVANIA NEW 


WHOLESALER EDITION 


MARCH Published by SYLVANTA ELECTRIC PRODUCTS INC... Salem. Mass. 1946 


WIDE TREND TOWARD STORE FLUORESCENT 
LIGHTING SHOWN IN SYLVANIA SURVEY 





the wide trend among store owners ol stores: 61.26 of the country's 58.000 


Latest National Survey | modernizing to attract Customers and drug stores are now using this modern 


Indicates Tremendous | enhance their merchandise. | lighting. Other top users of fluorescent 
. - Phe survey isthe first of acontinuing lighting are apparel. automotive and 
Market for Fixtures | series of commercial lighting surveys veneral merchandise stores—99. 4, 54.5 
| conducted in cities of 2.000 population and 45.7 per cent, respectively. using 

According to the latest, nationwide and over from coast to coast. It covers that type of lighting. 
commercial lighting survey. made for retail stores, wholesale establishments. Here are actual facts indie ating the 
Sylvania Electric by one of the coun -ervice stores and miscellaneous com national trend toward fluorescent light 
try’s largest a ee organiza mercial and public places. ing in stores of all types. Much of this 
et there is a potential fluorescent and other information from these sut 


lighting market of 4.263.000 commer SURVEY FACTS veys is assuring you, as wholesalers. 


cial establishments in the country. Of this broad commercial field. it that Sylvania Electric will have the 
This vast field for fluorescent light was found that among the leading proper fluorescent lighting equipment 
ing installations is largely a result of users of fluorescent lighting were drug for any installation. 













C-205S 


Sv/vranta Electric makes a complete line of thio 


si 


rescent fixtures for commercial use, to satisty a 


huge modern demand, 


SYLVAN IAS ELECTRIC 


KERS OF FLUORESCENT LAMPS, FIXTURES, WIRING DEVICES; ELECTRIC LIGHT BULBS; RADIO TUBE CATHODE RAY TUBES; ELECTRONIC DEVICES 
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IDEAL SPLIT BOLT CONNECTORS! 


A PROFITABLE CONNECTION! 


In fact, IDEAL Split Bolt Connectors 
make two profitable connections. When 
your customer uses them to join wires or 
cable, that’s a ‘paying connection”’ for 
him, and when you sell IDEAL Split Bolt 
Connectors that’s a paying connection 
for you—in turnover and profits. 


The new IDEAL Split Bolt Connectors 
make permanent or temporary solder- 
less connections. Made in bronze, brass 
or aluminum. Two types, ‘‘one piece’”’ 
and “two piece,’ with small or large 
heads. All sizes. 


SERVICE ENTRANCE CONNECTORS 


also available 


IDEAL INDUSTRIES, Inc. 





Sales Offices in Principal Cities 


Consult Your Local Telephone Book 





NEW LOW PRICES! 


A Favorite for Joining Wires—and 
now in greater demand than ever 
because of NEW LOW PRICES! Make 
wire joints that are permanent, 
trouble-free, without fuss or bother, 
solder or tape, or heat. Strip wires, 
screw on—THAT’S ALL! Millions in 
use! Fully approved by Underwriters’ 
Laboratories, Inc. 

FREE SAMPLES ON REQUEST 


OTHER IDEAL Wiring Devices. Fish 
Tape, Reel and Pullers, Lugs (Solder 
and Solderless), B-X Armor Cutter, 
‘‘Safe-T-Grip’’ Fuse Pullers, and the 
most complete line of Wire Strippers 
on the market. 


PROMPT DELIVERY 
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A Hand Like This is 
A Mighty Safe Bet! 


® Nothing beats a Royal Flush! It tops everything 
and takes the money every time. 


















How typical this is of General Day-Lite fluorescent 
lighting fixtures ... the most sensational, low-priced 
line on the market today ... and rightfully recognized 
as “tops” in quality, dependability and values. 


Long life with minimum service is inherent in every 
General Day-Lite fluorescent unit. This fact is con- 
firmed by the hundreds of thousands now in daily 
use. Their beauty of design, sturdy construction, sim- 
plicity of installation and ease of maintenance are 





This quality constructed 2-20 os 
cans Whacen Gait with but a few of their other dominant characteristics. 


stamped ends and baked- When you hold a hand like this . . . General Day 


hard white enamel finish, is Lite’ f +t! =" — q] 
the most sensational, low- me S OF Course... usd mlg - sate pe you come 


priced unit on the out the winner. 
market today. 


We will be glad to deal you the details. Write today. 


1 






(Greater Philadelphia) fluorescent lighting 
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PANEL FANS 


Direct driven in 16”, 
18”, 20” and 24”. 
Belt driven in 24”, 
30”, 36”, 42” and 
48” sizes. 





























99% 








ATTIC FANS 


‘'Packaged'’ in 
soundproofed hous- 
ings ready for in- 
stallation. 24”, 30”, 
36”, 42”, 48” sizes. 


Wholesalers and their dealers, who ordered FAN- 
PAC units before 1946 production was sold ouf, 
will be repaid well for their foresight. Aside from 
profits, they will earn large measures of customer 
good-will that will accrue from all these features 
and advantages of the FAN-PAC line: 





qy Non-Overloading Power 6 Enclosed Motors of Recog- 
Characteristic. nized Make. | 
Certified Wind Tunnel 7 Nationally Advertised. | 
Capacities. Dealer Sales Helps. 


Square Panel Mounted for 8 Sold Through Regular Trade 
Easy Installation. Channels. 


Scientifically Correct 
Air Inlet. 


Cushioned Motor Mountings. 
Quiet. 


vi *# WwW N 


FAN-PAC ...A DeBothezat Product 


For more than 20 years, DeBothezat Fans have been 
widely used throughout industry. The scientific knowl- 
edge gained in their exacting applications is directly 
reflected in the design, construction and efficiency of 
the new “FAN-PAC" Attic and Panel Fans. 





[e Niall 


PACKAGED VENTILATION 


DeBothezat Fans Division, American Machine and Metals, Inc. @ East Moline, Illinois 
District Sales and Engineering Offices in Principal Cities / 
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for VERSATILITY in LIGHTING 

















THE MILLER COMPANY + MERIDEN, CONNECTICUT 






ILLUMINATING ROLLING MILL FOUNDRY HEATING PRODUCTS eee 
DIVISION DIVISION DIVISION DIVISION ( 
Fluorescent, Incandescent Phosphor Bronze and Brass Non-Ferrous Metal Domestic Oil Burners - 
Mercury Lighting E uipment in Sheets. Stri d Roll Castinas and yuid Fuel Devices rs nos 
lercury Lighting Eq eets ps and Rolls asting Syyye3 Va: 
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MOTORED 





OPERATING ADVANTAGES 


Self-starting synchronous 
operation 


Complete, self-oiling lubrica- 
tion by patented capillary oil- 
ing system 


Years of continuous and unin 
terrupted operation. 


Practically instantaneous self- 
starting at full rated load 


Gear reduction fully sealed to 
exclude dust and dirt 


Lower power consumption 


Underwriters’ approved 





“Mr. Tops,”’ The 
Paragon Symbol 
of Top Quality 


“The 
“FOP” 
VALUE 


Lint 





Here’s a top profit maker for 
every jobber—a service-proved 
... precision... quality ON and 
OFF time switch .. . rugged and 
durable .. . with a great per- 
formance record. 

Because of steadily increased 
volume and manufacturing effic- 
iency learned during the war, the price has been 
reduced to $10.75 list. Easy to sell because it offers 
so many features at a low price. Profit margin is 
generous. Quick turnover, repeat business, builds 
good will. 

Has been highly successful for controlling motors, 
valves, pumps, blowers, oil burners, stokers, attic 
fans, commercial lights, signs, etc. 

The Paragon 300 series has been widely used for 
over ten years. An added feature is the telechron 
motor. 

Voltages: 12 to 230 volts A.C. 

Frequencies: 25, 30 and 60 cycles standard. 
Fully guaranteed. 

Attractive modern case, compact design. Switch 
capacity—3000 watts per pole. Skip-Trip Feature. 
Easily mounted—accessible, terminals. Knockouts 
both sides, back and bottom. Two bearing plate 
construction. 


PARAGON ELECTRIC COMPANY 
715 OLD COLONY BUILDING 
CHICAGO 5, ILLINOIS 


BUILDERS OF CONTROL INSTRUMENTS 








Time Switches 











SINCE 1905 
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INDUSTRIAL LIGHTING EQUIPMENT 


Under the pressure of war production needs, the 
viewpoint of industrial executives on lighting has 
made impressive advances. Even the most optimistic 
promotion man or lighting engineer expected many 
years of intensive educational work before today’s 
ready acceptance of 35 to 50 foot-candle levels of 
lighting would be achieved. 

To hold this line... to maintain these standards 
as minimum for lighting new plants, 
and forrelighting of older plants, for 
mostefficient and economical peace- 
time production...it is vital that men 
who sell industrial lighting recom- 
mend only lighting equipment 
designed in accordance with recog- 
nized industry standards. 

The most dependable guide to 
prestige-building industrial lighting 


is the RLM Label. You can recommend RLM-labeled 
lighting equipment with confidence that it will deliver 
maximum value in lighting efficiency and economy. 
This label is the user's warranty that the unit to 
which it is affixed has been manufactured in compli- 
ance with quality-assuring RLM specifications under 
the exacting and continuous inspection-certification 
procedure developed and administered by RLM 
Standards Institute. 

Familiarize yourself NOW with 
the latest RLM Specifications for 
both incandescent and fluorescent 
lighting equipment. Copies are 
available through manufacturers 
utilizing RLM inspection and certi- 
fication service, or direct from RLM 
Standards Institute. 


The Letters RLM stand for Reflector and Lighting Equipment Manufacturers 


‘RIUMESTANDARUSRINGTITUTE | 
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COPPER CONDUCTOR 






THERMO-PLASTIC / | 
INSULATION / 






















SPIRAL-WRAPPED 
IMPREGNATED 
CRUSHED-PAPER 
ARMOR 


WATERPROOF 
JUTE FILLERS 
+ 


LONGITUDINAL 
PAPER WRAP 


MOIS TURE-RESISTING 
FLAME-RETARDING 
OVER-ALL BRAID 

< 





A NEW NON-METALLIC 
SHEATHED CABLE 


 #/p 


REGISTERED TRADE MARK 






————-, 





- with Thermo-plastic Insulated Conductors 














G-E Wiring Materials Distributors in all parts 
of the country are offering PVX, a new G-E non- 
metallic sheathed cable that is easy and quick to 
install. This cable is light in weight, has small diam- 
eter, is free stripping and is non-marking and non- 
tacking. It is available with two or three con- 


ductors in sizes 14 to 4 without ground wire. 


PVX cable has Type T conductors insulated 
This 


has long life, is high in dielectric and mechanical 


with thermo-plastic compound. insulation 
strength and is resistant to oils, acids and alkalies. 


These conductors are protected with an improved 























HE KEY TO THE HOME 
. OF TOMORROW, 





crushed-paper armor and covered with a tough 
over-all braid. Both the insulation and the over-all 


braid are flame and moisture resistant. 


This high quality cable is recommended for open 
and concealed work in all buildings where it is 
permitted by local codes and the National Electrical 
Code. It is approved by the Underwriters’ for 60 


degree C operation. General Electric Co., Appliance 





and Merchandise Department, Bridgeport, Conn. 





GENERAL 4 ELECTRIC 
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The demand for good industrial lighting and lamps has 
never been greater than it is today. Every customer and 
prospect in your territory buys lamps from somebody — 


why not from you? 


* HAM PIO N Lamps help you to make the most of this business Here are 


three good reasons why: 


They have what it takes to get you in and keep you in ~~ price, dependable 


quality and performance in service. 


They are easier to handle and sell. No red tape, no special forms to fill out, 


no restrictions or contracts to hinder you from getting all the business you can. 


They make you every cent of profit there is in lamps. Champion's modern 
; I 


0 09 


production set-up (one of the largest and best in the industry) and Champion's 


clean-cut, direct-sale policy keeps overhead and costs at a minimum 


TRY "EM AND SEE 














CHAMPION LAMP WORKS 4& 


= tF flo 


- eEelle — = Pr lilizs 
Lynn, Massachusetts i scccasce as 


a OIVISION OF CONSOLIDATEO ELECTRIC LAMP CO. 
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give you an extremely wide choice of interchangeable plain and 
vaportight covers for junction boxes, switches, manual 
motor starters, pilot lights, plug receptacles. 








The illustrations show a representative selection 
from the 1204 items listed in the FS and FD 
Section, Condulet Catalog 2500. 








( CONDULETS are made only by CROUSE - HINDS ) 





FS Series. Shallow body, 
takes wiring devices up to 
15/8" deep. 16 Types 





No. 8 


of a series of advertisements which demonstrate 
that CROUSE-HINDS “complete line” means 
much more than just a range of sizes — there is a 
wide variety of highly specialized types in each 
classification 














FD Series. Deep body 
take wiring devices up 


to 2 1/2" deep. 12 Types 











FS and FD Series 
Two-Gang. Also available 
in Three and Four - Ganc } 
32 Types Take multiple 
gang covers 












Type FS with bosses for tapping 
Available in One to Three -Gang 


Take individual covers 












Types FS and FD for any arrangement of 
welded hubs. Available in One to Five - Gang 
and Two-Gang Tandem Take individual covers 
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Type Ex txte 


Available for One t CONOULET 
four- Gang 


Type FST Thread! 
with Tumbler Swit 
FS and FD Series 
Condulets are availoble 
with threadless h 
for thick or thin 
wall conduit 

















CROUSE-HINDS COMPANY 
Syracuse 1, N. Y., U.S.A. 


Offices: Birmingham Boston Buffalo —- Chicago — Cincinnati — Cleveland — Dallas — Denver — Detroit — Houston — Kansas City — Los Angeles — Milwaukee — Minneapolis 
New York Philadelphia Pittsburgh — San Francisco — Seattle — St. Louis — Washington. Resident Product Engineers: Albany — Atlanta — Charlotte 
CROUSE-HINDS COMPANY OF CANADA, LTD., Main Office and Plant: TORONTO, ONT. 


Reape reo ment pemayrge OF ETE pn ET eo meming statin a Min ee dea eet a 



















® @ sities 
wehnnntthentenedudenls 


44 ELECTRICAL WHOLESALING—March, 1° 16 


~— , i 

















A NAME 
























eA 





iG) Type AC 








¢) COLUMN 
THERMAG 

Circuit B | py 
ircuit Breaker J Circuit Breaker 












@ DUST-TIGHT 
Circuit Breaker for 
Lliighting or Power 


@ DUBLBRAK 
Type 
Circuit Breaker 



















@ LEADER > 
Type LNT1P 
Fuse and Switch 









































OR. SERVICE me 
‘Rey .\o mes base ‘ 
EQUIPMENT 4 
4 
J 
| 
: 
$ 
4 
4 @ Fuse Type 4 = ’ Q 
SERVICE EQUIP. ttm 
@ Type AC with main switch al 
Circuit Breaker : 
€ Type AC LOAD CENTER with (& Switch and Fuse 
Circuit Breaker all single poles SERVICE EQUIP. 
SERVICE EQUIP. with with main switch and 
ible pole range circuit range or heater switch 
The @ Panelboards shown above are some of the most popular @ Load Centers and Service Equipment are available now in 
types we design and mcnufacture. All €@ Panelboards carry the many types and with any number of circuits up to a maximum 
Underwriters’ seal of approval and in general exceed material, of sixteen poles. We suggest that you urge your customers to 
rkmanship and design standards by a wide margin. We also install at least two extra circuits for those electrical conven- 
manufacture a complete line of power distribution panelboards iences they are waiting for now. Write today for free bulletins 
d stage and auditorium lighting control panels. on Panelboards and Service Equipment. 
Box 357 « ST. LOUIS 3, MO. 
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Steg cable, 
jacketed and insulated with GEON, all the wire 


used in this modern 


with buried service entrance 
house is insulated with this 


modern material. 


That's because wire insulated with GEON offers so 
many advantages—excellent electrical properties, to 
name one of the most important. Insulation made from 
GEON is flame resistant; increases safety, reduces fire 
hazard. Because of its outstanding electrical properties 
insulation made from GEON may be 
used in thin coatings which means 
more conductors per conduit. It's 
smooth, too, easy to handle and in- 
identified because the 


stall; quickly 


entire NEMA color range is avail- 
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B. F. Goodrich Chemical Company ....\°:::..... 


























% 
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able. And, of course, it’s Underwriters’ approved 


As soon as the house is completed, more wire in- 
sulated with GEON will make its appearance. It may 
be in the form of appliance, lamp, and telephone wire. 
Or it may be the hookup wire now being used in mod- 


ern radio sets and other electrical devices. 


All of GEON’s advantages are available to users in 
domestic, industrial or utilities wiring. The next time 
you order wire or cable from your sup- 
plier be sure to specify insulation made 
from GEON. Or for help with specific 
applications please write Dept. T-3, 
B. F. Goodrich Chemical Company, 
Rose Building, Cleveland 15, Ohio 
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“Keyed” to the Specific lighting Job! 


The “Know-How” gained during 44 years in Light- 
ing, is built into GUTH FLUORESCENT in tangible 
quality features, to meet the requirements of any 
specific lighting job, whether in office, store, fac- 
tory, school or institution. 


The GUTH FLUORESCENT line offers a practical 
selection of high-performance reflector finishes 
and reflector types for correct light distribution; 
proper lamp shielding, built-in, or with louvres 
or baffles; efficient diffusion, with glass or plastic 
diffusers. And GUTH FLUORESCENTS are modern- 
ly styled in a full range of the newest luminaire developments. 












GUTH FUTURLITERS in the 
above photos demonstrate 
the ‘Keyed to the Specific 
Lighting Job’ features of 
GUTH FLUORESCENT. FU- 
TURLITERS are providing 
the quality and quantity of 
light required both in office 
and in store. GUTH Egg- 
crate Louvres have been 
added to the FUTURLITERS 
to provide additional lamp 
shielding for the more ex- 
acting ‘‘seeing’’ job in the 
office. 


















\ FLUORESCENT 


LEADERS IN LIGHTING SINCE 1902 


Thus, with GUTH FLUORESCENTS, you have a wide choice of the variables, 
that control the quantity and quality of light, to assist in the fine engineering 
required in today’s lighting installations. 

Data on above Photos: In OFFICE, GUTH FUTURLITERS provide 68 F. C. 
using 2.3 watts/sq. ft. Mounted in rows spread 8'0’ apart on 110” ceiling. 


In STORE, GUTH FUTURLITERS, deliver 64 to 75 F. C. using 3-40W fluorescent 


lamps per section. Mounted at 9/0’ from 12'0” ceiling in rows 8'0” apart. 


In FACTORY, GUTH MAZELITES, afford 30 to 32 F. C. of good working 
light. Mounted 9’6” high on 7’6” centers in rows 9'6” apart. 





- THE EDWIN F. GUTH COMPANY « 2615 Washington Ave. « St. Louis 3, Missouri 
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SO QUI ET- (More than ever) 


CERTIFIED 


Spec NO6 
HIGH PF 
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Quiet as a breath would aptly describe Jefferson 
Electric Ballasts. This is a quality made possible 
by advanced engineering technique combined with 
perfected large scale manufacturing methods. Cor- 
rectness of ballast design and uniform construction 


are other natural results of the research, special- 
HOT CATHODE BALLASTS 


The complete line of Jefferson Ballasts includes capac- 
terizes Jefferson production. ities and types for all commercially made fluorescent 
lamps. 


ized experience, and material control that charac- 


Specify Jefferson Ballasts for your fluorescent 
lamp installations and be assured of better light- 
ing performance. Secure complete engineering 
data by writing for Bulletin 441-FL. JEFFERSON 
ELECTRIC COMPANY, Bellwood (Chicago 
Suburb), Illinois. In Canada: Canadian Jefferson END OR BOTTOM LEADS 


‘ _— Jefferson Ballasts are now available in two-lamp 
Electric Co., Ltd., 384 Pape Avenue, Toronto, Ont. 40-watt sizes, designed to bring leads either from 
ends or bottom. 


pe ig ON OE 


2a IT 


Sse raie 
FLUORESCENT LAMP 
COLD CATHODE BALLASTS 


This Jefferson Ballast operates two eight-foot cold 
cathode lamps. 
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SOURCE The figures we use as basis for these monthly 
comparisons of performance in the electrical wholesaling 
field are collected and compiled by the Bureau of the 
‘ensus of the U. S. Dept. of Commerce. 
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Business Index 
For the Month of December 1945 
SALES Sales of electrical goods by wholesalers in De 


cember 1945 soared to 196 percent of the 1939 average 
monthly level—passing all previous high points in sales 
volume reached since April of 1942 

Only six other months in the entire six-year wat 
period produced total sales that surpassed the volume 
recorded by electrical wholesalers in December 1945. 
When Army camp construction was reaching its peak 
in middle and late 1941, and when the new war plants 
were being rushed to completion in early 1942, only in 
that short period did wholesalers’ sales exceed the 
volume recorded in the first post-war December 1945 

While considering the encouraging aspects of this 
first sizable post-war spurt in sales, it is necessary to 
note that this volume in December occurred before the 
full effects of the auto, steel and electrical workers’ 
strikes could make itself felt. Consequently, with the 
impact of those strikes gaining momentum, it is likely 
that the January and lebruary index sales figures will 
drop materially below the December high point. 


INVENTORIES \lthough sales soared to a four 
year high, inventories of electrical goods in December 
continued to show a gain--registering on the index at 
135 percent of the 1939 average monthly inventory level. 

This was the highest point reached in more than three 
years, highest since June 1942, and was the seventh 
successive month that electrical goods have continued 
to flow to wholesalers in continuously increasing quan 
tities. However, December was, too, the last full month 
of business preceding the strike in the steel industry 
and the stoppage of production in the plants of the three 
largest electrical manufacturing companies. Since the 
steel strike is affecting production in hundreds of other 
plants, drastic drops in inventories must be expected 
throughout the country 


COLLECTIONS Collection percentages in Decem 
ber 1945 were at 91 percent, three points below the 
revised figure for the previous month, and one point 
above the collection figure for December 1944. 

Accounts receivable were up three percent above No 
vember and twelve percent ahead of the same month 
ot last year 
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mone of the nechs of the Speed Link are \ \ 
hloum, instantaneously onening the circuit, Cantact : 
and preventing damage lo WUNG on equip- Release ) 
ment. | 


Trion's4 Therm-A-Trip also opens the || ——!] || 
whether surrounding or load, are exceeded, “aie | 
It matches its thermal capacity te the me~ “1% | 
tor or hransformer it protects. | 

When a 4afe auerload is exceeded, the i mT 
Therm-A- Trip, with ts Contact Release and N 
Moualle Contact, absarts heal, Gluing an ae 
entra losg time-delay. Then the Contact 
Release melts, and the Moualle Contact, driven by is heavy spring, opens 
the circuit with the efficiency of a circuit breaker. 
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Electrical Wholesaling BUSINESS INDEX 





REGIONAL ANALYSIS DECEMBER, 1945 


\i1 HOUGH all nine regions participated in the un Figures in this table apply to the geographic divisions 


usually high sales gains in December, there was 





as outlined and numbered in color on map above 
some unevenness in the distribution otf these gains 











































among the nine groups of states ‘ d 
However, these gains did not follow any geographi SALES | INVENTORIES 

cal or industrial pattern—instezd they indicated a gen December, 1945 ‘ December, 1945 

eral condition of heavy sales, with local conditions Compared in % with Trading Compared in °/, with 

causing heavier buying in a few regions. lor example. Nov., Dec., Region Nov., Dec., 

the industrial Pacific and New England states reported 1945 1944 |(See Map) 1945 1944 

sales in December well above the national figure, at 134 126 | 109 146 

the same time that the equally industrial East North 121 127 2 104 154 

Central region fell two points below the average and 128 164 3 109 110 

the normally agricultural South Atlantic states showed 120 166 a 109 158 

a heavy gain. 138 159 5 101 164 
This unevenness tends to emphasize the condition 131 143 6 116 161 

evident in the October and November indices—that 124 180 7 107 182 

electrical wholesalers’ sales will not respond to a gen 129 182 8 117 220 

eral nationwide pattern, but will fluctuate by regions, 139 121 9 105 151 

depending on the particular local conditions in each 130 147 FOR 106 170 

yroup of states. That unevenness of performance should U.S.A. 

continue to show on the index until fairly normal con 

ditions in business as well as tlow of supplies once 

more prevail throughout the country, permitting na 

tional rather than local trends to influence sales. 11 and 10 points, respectively, above the national figure. 
Increases in wholesalers’ inventories during Decem Compared with the same month of 1944, inventories 

ber were spread evenly throughout the nine regions, in all regions showed increases. Leading all others was 

with only two exceptions. The East South Central region 8, the Mountain States, where stocks in Decem- 

and the Mountain States reported gains in stocks of ber, 1945, were 220 percent ahead of December, 1944. 
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EXCLUSIVE! 
First and Explosion- 
YOU’LL FIND IT iene 


Patented January 1, 1946; 
Patent 2,392,202. 


APPLETON LINE 


the COMPLETE APPLETON LINE! It’s there, right in the 
Appleton Catalog, in Appleton’s well-known skilful design 
and outstanding quality. 

Outlet and switch boxes, couplings and connectors, entrance 
fittings—in an almost endless range of types and sizes. 

Strong, light Appleton “Unilets” by the thousand —threaded 
and no-thread—made of tough MALLEABLE IRON, which won't 
‘ break and will last as long as any building. 
oat Explosion-proof, dust-tight, vaportight fittings and lighting 
2 equipment, available in an unbelievable number of combinations 


Does. ae FS 
4 » 4 > 5 
s. to suit any hazardous requirement. Underwriters approved and 
' '? 3 providing a wide margin of safety. 


¥ The permanence, low up-keep and efficient operation that the 
Including the Famous contractor builds into a job with Appleton Fittings are not listed 
on his bid, but they’re real factors just the same. When you supply 

Appleton material, the reputation of your customer for good wor 
AP p LE TON goes up. That's why the Complete Appleton Line long has been 


recognized as “STANDARD FOR BETTER WIRING.” 


MA L L EA B L ig | RO N 2 The big Appleton Catalog (illustrated at left) gives complete 


information on more than 15,000 items. Be sure your customers 
have it, use it. 





N O hunting for the right fitting when your Customers order from 





















Sold Through Wholesalers 
APPLETON ELECTRIC COMPANY 


1734 WELLINGTON AVENUE - CHICAGO 13, 1LLINOIS 


Branch Offices: NEW YORK, 76 Ninth Avenue « DETROIT, 7310 Woodward Avenue « CLEVELAND, 1836 
Euclid Avenue « SAN FRANCISCO, 655 Minna Street « ST. LOUIS, 420 Frisco Bldg. « LOS ANGELES, 100 
North Santa Fe Avenue * ATLANTA, !75 Luckie Street, N W. « BIRMINGHAM, 6 N. Twenty-first Street « 
MINNEAPOLIS, 305 Fifth Street, S. *« PITTSBURGH, 418 Bessemer Bldg. « BALTIMORE, 100 East Pleasant 
Street * BOSTON, 10 High Street « DENVER, 1530 Sixteenth Street * PHILADELPHIA, 1217 Race Street 





Resident Representatives: Cincinnati, Dallas, Kansas City, Milwaukee, New Haven, New Orleans, Seattle 


* 


CONDUIT FITTINGS «+ OUTLET AND SWITCH BOXES + EXPLOSION-PROOF FITTINGS «+ REELITE 





THE PRESIDENT’S WAGE-PRICE POLICY 


WON'T WORK 





HE AMERICAN public had every right to expect 

that the long-awaited wage and price policy would 

break the impasse blocking the way to the swift and 
orderly reconversion of industry from war to peace. 

The policy announced offers little promise of such solu- 
tion, and this may well constitute a national calamity. 

There is only one thoroughly constructive feature of 
the Presidential Statement of February 14 and its imple- 
menting Executive Order. It is the first Government pro- 
nouncement since the defeat of Japan to clearly define 
inflation as the major danger confronting us in the period 
immediately ahead. 

That is a correct appraisal, and one long overdue. Up 
to now Government spokesmen, almost invariably, have 
sought to carry water on both shoulders. The Adminis- 
tration has justified its policy of promoting wage in- 
creases as a measure necessary to forestall deflation 
to keep purchasing power from falling and forcing the 
economy into a violent tailspin. The strict holding-of- 
the-line on price ceilings has been defended as necesszry 
to prevent runaway inflation. Unfortunately, while the 
President now exhorts all to enlist in a crusade against 
inflation with a voice that is clearly Jacob’s, his program 
for dealing with it still employs the hairy hands of Esau 
to promote the very danger which he is urging everyone 
else to combat. 

The “new” policy provides for a continuation of the 
wage increases that have been pressured through by 
Government mediators, “fact-finding” boards, and direct 
seizures until they have been made general throughout 
industry upon the dimension established in recent pat- 
terns. It offers industry the single concession of prompt 
hearings and decisions upon claims for price advances, 
but the yardsticks for judging such claims are exactly 
those which OPA has applied in the past. Since the past 
procedure has led us into our present difficulties, it is 
hard to see how it will serve now to lead us out of them. 


Past Government Policy Fostered Dissension 


At the war’s end, it was obvious to everyone that what 
was needed was the swiftest possible reconversion of in- 
dustry. It should have been equally apparent that we were 
faced with the difficult problem of controlling tremendous 
inflationary pressures which would be particularly insis- 
tent until peacetime production could be mobilized at high 
volume. This was made almost inevitable by the huge 
backlog of accumulated demand, for both capital and 
consumer goods, and by the unprecedented volume of 
liquid funds at the disposal of individuals of all classes. 
The only circumstance that could have modified the in- 
flationary complexion of the postwar picture was the pos- 
sibility of such wholesale and prolonged dislocation and 
unemployment in the process of readjustment that people 
would have been frightened into freezing onto their sav- 
ings instead of spending them. 

It soon was apparent that just the opposite was taking 


place. The early transition was extraordinarily swift, un- 
employment was lower than anyone had dared hope, and 
civilian spending outstripped all previous records. The 
circumstances called for strong anti-inflationary fiscal 
measures, along with a firm maintenance of price and 
wage controls alike. 

Instead of adopting such a balanced program, the Gov- 
ernment immediately discarded all wage controls, and in 
addition started an active campaign for promoting large 
wage increases. The President, upon a number of occa- 
sions stated flatly that American industry generally could 
and should grant substantial pay advances without any 
compensating price rises. His Office of War Mobilization 
and Reconversion estimated that average increases were 
practicable to the extent of 24 per cent. Given such Gov- 
ernmental encouragement, it was inevitable that labor 
leaders should do exactly what they did—file extravagant 
wage demands at the beginning of the reconversion proc- 
ess, when accurate appraisal of production schedules and 
costs were least susceptible of calculation, and when the 
shortage of civilian goods multiplied the inflationary 
effect of any increase in purchasing power. 

At the same time, the OPA was fighting to hold the 
price line in a good cause, but with singularly inept pro- 
cedure. It acted, seemingly, upon the premise that it was 
always better to give less price relief than was needed 
rather than enough, that relief provided under its formula 
was preferably to be granted later rather than on time, 
and that the interests of lower-bracket income receivers 
should be protected by a particularly tough resistance to 
raising prices of cheaper goods. The latter procedure 
seems to have boomeranged by virtually driving many 
of the lower-priced lines off the market. 

The sum of these wage-price procedures resulted in 
work-stoppages of epidemic scope. Many business con- 
cerns faced with the prospect of immediately unprofitable 
operation, uncertain that new wage demands would not 
be made with Government support as soon as volume 
production was established, and without assurance as to 
when price controls would end, refused to assume inevit- 
able losses even when confronted with combined union 
and Government pressure. The fight was on. 


“New” Policy Differs Little From Old 


With inflation now clearly recognized as the immediate 
danger, it might have been expected that the new wage 
policy would reverse the former practise of lending active 
encouragement to new wage advances. But that would 
have brought down upon the Administration the wrath 
of all organized workers who had not yet been granted 
increases already bargained through by other groups. 
This was avoided by directing the National Wage Stabili- 
zation Board in effect to approve any wage increases 
necessary to give general advances comparable to those 
already made. The only brake applied on the wage side 
lies in a directive to the Board not to approve, as a basis 
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for price relief, wage advances that go beyond the estab- 
lished pattern. 

On the price side, the new directives to the OPA entail 
no important departure from its past procedures. Even 
the concession to review “hardship” cases promptly rather 
than after six months is only a pious hope, since it is un- 
likely that OPA is equipped to deal rapidly with the 
thousands of cases that will arise. A hardship case is de- 
fined as one in which, after absorbing an approved wage 
advance, an industry or establishment in a twelve months’ 
period of normal-rate operation is judged by the Price 
Administrator likely to operate at a rate of profits to net 
worth less than it averaged in the base period of 1936-1939. 

Let us see what this really means. In the first place, the 
rate of manufacturing profits in the base period was only 
moderate. But since the average net worth of manufac- 
turing corporations has increased one-third over what 
it was in the base period, the application of the OPA 
formula, assuming that its Administrator correctly ap- 
praises the twelve-month outlook, seems to provide for 
absolute profits one-third higher than the 1936-1939 aver- 
age. 

The OPA formula, however, applies to profits before 
taxes. What really matters to stockholders is profits after 
taxes. Corporation taxes have been increased from an 
average of 17 per cent in the base period to 38 per cent 
now. This means that the price adjustments granted by 
OPA on average will yield profits after taxes no larger in 
dollar terms than in the 1936-1939 period, although 1946 
manufacturing sales are expected to be more than twice 
as high. Under this procedure the ratio to net worth of 
profits after taxes will be one-fourth lower than the 
1936-39 average. This clearly undermines the incentives 
upon which production at high level depends. 

The workers get wage increases which promote infla- 
tion. The Government, bailed out from its previous mis- 
takes, gets political credit for raising wages. And the 
entire bill is handed to American industry for payment. 


But the Danger of Inflation is Real 


Under these circumstances, there is a growing demand 
on the part of business groups that price controls be 
rescinded immediately. It is argued that, once the restric- 
tive influence of price controls is relaxed, capacity pro- 
duction soon will supply sufficient goods to prevent undue 
price inflation. 

It is understandable that business should wish to be 
rid of Government controls which have operated in such 
a thoroughly inconsistent and damaging fashion. Unfor- 
tunately, there is ground for believing that more harm 
might result from this cure than from the disease. 

There is nothing in our situation that could bring on 
the kind of inflation that has been experienced by certain 
countries of Europe and Asia—in which the value of cur- 
rency deteriorates until it takes a cartload to buy a pair 
of shoes. But our situation now is definitely more threat- 
ening than it was in 1919, after the first World War. At 
that time wholesale prices and the cost-of-living sky- 
rocketed almost 25 per cent within twelve months. If we 
discard all controls now, as we did then, prices might 
easily go up from 25 to 50 per cent in a year’s time. 

An inflation of that dimension can do tremendous dam- 
age. While it lasts, all those dependent upon fixed incomes 
are damaged —all bondholders, including those who hold 





war bonds, all life insurance and annuity beneficiaries, 
all pensioners. Generally, the purchasing power of wages 
and salaries would shrink, with white collar and unor- 
ganized production workers hardest hit. Controlled-rate 
industries, such as railways and other utilities, would be 
squeezed. General business would suffer least of all — 
while the boom lasted. 

But such soaring booms cannot last. The 1919 boom 
burst in mid-1920. By summer of 1921 industrial prices 
had fallen 40 per cent and industrial production was off 
35 per cent; farm prices had fallen 50 per cent. This time 
the boom might soar higher and last longer, but that 
would merely result in an even more precipitous drop. 
Business would be hard hit along with everyone else, and 
high wage rates would mean nothing to the unemployed. 


Controls Must be Consistent and 
Progressively Relaxed 


But if the Nation cannot afford to risk disastrous infla- 
tion by immediately abolishing controls, neither can busi- 
ness afford to accept the program which the Administra- 
tion now proposes. 

The wage-price policy will not hold the inflation line 
so long as the Administration is leading the assault to 
breach that line on the wage side, as it has done ever 
since VJ-Day. 

The Administration is now going before Congress to 
ask for a broad extension of its wartime powers for an 
additional year beyond June, 1946. 

Congress must see that this is not granted except upon 
terms that guarantee the use of such power with a con- 
sistency that has been conspicuously absent up to now. 

1. It must provide sufficient price relief to yield profits 
normal to high-level operation. 

2. The basis for price relief must be clearly defined and 
geared to actual costs of operation at the earliest possible 
date. 

3. OPA administrative procedures must be speeded-up 
and streamlined, or the delays that characterized past ad- 
ministration will become intolerable. 

4. It must see that, once established, the new line is 
held as long as wartime controls are continued by enforc- 
ing restrictions on wages as well as prices. 

o. It must set an early date for the termination of all 
wartime controls and provide for progressive and bold 
steps for de-control to be taken before that date, as soon 
as production levels in any field are sufficiently high to 
restrain runaway prices. 

6. It must proceed without delay to marshal fiscal and 
monetary policies to combat inflation, in order that price 
controls may be discarded at the earliest possible date. 

Unless Congress does this — and it will not be easy in 
an election year —we are headed for an explosion. It will 
come in one of two forms— either in a continuance of in- 
dustrial strife, or in a rocketing inflationary boom that 
can only end in collapse and depression. 
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NEW CARTONS FOR 
ALL G-E LAMPS! 


— on the way! Brand new packages for a// General 

Electric Lamps! Created by a prominent package designer 
in cooperation with G-E merchandising experts, they have 
been developed to help you make more money selling a high 
quality, nationally-known brand of lamps. 


The new packages — featuring a brilliant, eye-catching design 
—will be introduced into the entire line of G-E Lamps. First 
to reach you will be the new cartons for 25 to 100 watt 
standard G-E Lamps, Heat Lamps and Fluorescents. Others 
will be added immediately as conditions permit. 


Display —feature—and sell more G-E Lamps in these exciting 
new cartons! It’s simple—with these 4 new sales advantages: 


Quicker Identification— more striking display of G-E trademark 
does it. Gains full sales benefit from customers’ high preference 
for lamps made by General Electric. 


Smart New Design—gives increased attraction value to windows, 
counters or shelf displays. Sells G-E Lamps on sight. 


More Colorful Appearance —brilliant blue and yellow colors add 
plenty of eye-appeal with buy-appeal and help make quick sales. 


4 4 4% 


Family Tie-In. Same basic design now introduced on all G-E Lamps, 
including heat lamps, sun lamps, fluorescents and others. All are 
quickly identifiable, yet each bears standard G-E package design. 


Visit the International Lighting Exposition, April 25-30, Hotel 
| Stevens, Chicago, Ill. See the G-E display, Booth Nos. 27-32 inel. 


-E LAMPS 


GENERAL € ELECTRIC 
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H&H Lock® 


Switches 


With CORBIN Pin Tumbler Locks 


Keep control of the lighting in proper hands! Guard 
against unauthorized tampering with lights in schools, 
hospitals, theatres, auditoriums, hotels or any other 


building used by the general public. 


The Lock Switches pictured here are no ordinary 
switches with locking device. They're time-tested 
H & H Rotary Snap Switches, operated only by turn- 
ing the key in a Corbin Pin Tumbler Lock. 


No. 1281 is standard type, single pole, available also in double 
pole 3-way and 4-way No. 1281-WP is weatherproof, with 
cadmium- finish screw cap plate fitting on a weathertight rubber 
mat. No. 1291 is a master lock switch, reciprocating type. After 
inserting key in lock, switch may be turned to right or left ON 
or OFF, but key cannot be removed from switch in ON or OFF 


position. Write for data sheet on this complete line. 








DISTRIBUTED THROUGH ELECTRICAL WHOLESALERS 
HART & HEGEMAN DIVISION 


& HEGEMAN ELECTRIC COMPANY, HARTFORD, CONN.,U.S. A. 
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Building Prospects elsewhere in this issue under 
the title “We Have Vhe Lumber For That Building 
Boom” we carry an article in which Dr. Wilson Comp 
ton, outstanding authority on lumber, proves convine 
ingly that this country has now ample forest reserves to 
meet our present and future needs. Reassuring as that 
will be to all who have been concerned over that phase 

the post-war building program, the February Report 

n Construction and Construction Materials, released 
by the Department of Commerce on March 6th, 1946, 
indicates that lumber—meaning by that boards and 
beams ready for use—still is exceedingly scarce. 

On the subject of prices the report states that con 
struction costs are continuing to rise, with prices of 
materials at their highest level in 25 years,—meaning 
that OPA attempts to hold down prices have failed in 
this field if current prices exceed those of 1920. 

Phe report points out that December production fell 
below requirements due to the Christmas holidays, 
vhich is a normal trend, but of course gave the new 
vear a bad start. The entire supply situation on impor 
tant groups of construction materials and components 
is summarized as follows 7 

STEEL: The steel strike cut January production to 
approximatley 60 percent of capacity. Sheet and strip 
re the tightest of all steel shapes and are expected to 
continue in short supply through the first half of 1946 

LUMBER: December 


vest monthly level in ten years. Excess of demand 


production declined to the 


er supply continues to keep both mill and distributors’ 
«ks at an all-time low. 
MILLWORK: Unfilled orders far exceed production 
which is hampered by shortages of manpower and 
terial. 
'LYWOOD: The softwood type continues in short 
ipply chiefly because of log shortages. 
FLOORING: Hardwood flooring production has 
n retarded by shortages of dry lumber and lack of 
erienced labor Unfilled orders in producer's hands 
lal 6 to 10 months output at the present rate 
>RICK: Immediate demands represent about 3 
iths’ production at present rate. 1945 shipments 
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were IS percent higher than 1944 but demands were so 
great that stocks were at all-time low and only 15 pet 
cent of normal. 

STRUCTURAL CLAY TILE: Production is below 
capacity. Stocks have declined progressively since 1941 
to a low of 12 percent of normal 

PORTLAND CEMENT: December output showed 
32 percent mcrease Ove the same month of 1044, and 
exceeded shipments, resulting in a substantial increase in 
available stocks. 1946 output is expected to exceed 140 
million barrels. 

ASPHALT ROOFING: Ba klog of untilled orders 
continues large, amounting to from 9 to 12 weeks’ 
production. 

CONCRETE BLOCKS: Unfilled orders amount to 
more than double the current production rate. Inven 
tories only 50 percent of normal. If sufficient man 
power 1s available, 1946 requirements can be met. 

SOIL PIPE: January indicates 20 percent increase 
in production, Demand represents 12 months produce 
tion at present rates. Output being atfected by shortage 
of pig iron which is becoming more acute 

NAILS: In very short supply with no improvement 
expected until the second quarter of 1946 

SCREEN CLOTH: Expected to continue in short 
supply through 1946 

BATH TUBS: Availability of sheet steel will deter 
mine rate of production 

CAST IRON RADIATION : Production is improv 
ing but no sharp gains in output are expected in the first 
half of 1946 

SINKS AND LAVATORIES: Production is. still 


low but progressive improvement is expected 


* 
Electrical Goods The above D of C report does 


not cover electrical goods but a telephone survey of a 
representative group of wholesalers indicates that stocks 
on certain items have become nonexistent or are “badly 
shot.” 

Preliminary figures fron | iRICAL WHOLESAI! 
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ING’s Business [Index indicate that total inventories at 
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REG. U. S. PAT. OFF. 


Equal to the most severe 
exposures, it’s the wire to 
serve you best for normal 
interior use. 





% Remarkably durable insulation—a 
synthetic compound of extremely 
dense formation. Smooth, polished 


finish 


*% Highly resistant to moisture, acids, 
alkalis, chemicals, mineral, animal and 


vegetable oils. 


*% Will not ignite, burn or support 


combustion. 


*% Unusually pliant—has no “spring. 


Retains any bend. 


% Tensile strength and elongation sim- 
ilar to values obtained on rubber com- 


pounds. 


% Super-aging compound superior to 
any rubber compound in resisting 


ozone, oxygen and sunlight. 


% Dielectric strength superior to that 
of usual grades of rubber insulation. 
Good insulation resistance. Low spe- 


cific inductive capacity. 


% More circuits per conduit—for new 
installations, extensions and mainte- 


nance. 


% Resists a reasonable degree of abra 
sion, tearing, bending and flexing. 

% Strips easily; leaves bright con- 
ductor. 

Densheath is also ideal for use in wir 
ing machine tools, equipment in acid 
treating plants, chemical plants, wher 
ever single or multiple control cables 


are exposed to unusual hazards. Avail 





able in a variety of colors. Anaconda 
Wire & Cable Company, Subsidiary of 
Anaconda Copper Mining Company. 
General Offices: 25 Broadway, New 
York City 4, Chicago Office: 20 North 
Wacker Drive 6, Sales Offices in Prin 


cipal Cities. 








“Type Ti for dry locations; 
Type TW for moist locations. 
tNew designations for 
Types SN and SNW 














wees ANACONDA WIRE & CABLE COMPANY 
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the end of January showed only slight declines from the 
December high, but February is expected to have 
lrained stocks drastically. 

Manufacturers are severely handicapped by lack of 
steel, other materials and extreme shortages of certain 
omponents. 


* 


Hospitals Irom no less an authority than Veteran 
\dministrator General Omar N. 
innouncement that the largest hospital building 


ree) 


Bradley, comes the 

program 

n the world’s history is getting under way. 
To be built are eighty new | 


lospitals, with total capac 
ty of 151,500 beds and they are to be scattered practi 

ily throughout the country, since only 9 of the 48 
states are not scheduled for at least one of those insti 

‘tions. 

Magnitude of the program can be measured when it 
is remembered that according to recent reports there 
are at present in use only 98 hospitals with a total of only 
83,300 beds. Estimated cost of the new lot of eighty is 
$488 million—equal to an average expenditure of $3,250 


pel bed. 


* 


Reverse—But Not Lend-Lease From London 
the McGraw-Hill World News Bureau reports a “first” 
order, for over $2 million worth of —yes—vacuum clean 
ers, placed with a British firm, by an American concern 
and to be sold in the American market. Follow-up orders 
are expected to push the total of cleaners to be made in 
England to 250,000 units, price per unit of course not 
nnounced. 

Whether the current strikes epidemic has anything to 
© with this transaction is not known, but it’s safe to 
ssume that the Administration's labor policy and OPA 
ricing formulae were inevitably a factor in having an 
\merican manufacturer go abroad for getting produc 
tion. Pitching this nice chunk of business across the 
cean, when it involves a type of production at which 
\merica has in the past licked the world, does not augur 
ell for the future. 
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V.-§ Day From Wasl Metol the 


Statistics reports that according to prelimi 


January 1946 broke all previous recor 


workers involved in strikes and time 


In that month approximately 1,400,000 st 


I 


ers lost 19,200,000 working days. Set 


~ 
l-yy] vai trr)l) 


on average daily wages, m 


you have an idea of how many 


vo into the workers’ pockets \dd 


dollars that were lost by the manutactun 


] 
I] 


stood 1K 
salesmen, distributot | 
tailers who would have sold tl 


strike-bound industries to the « 


some idea of what it costs the peop! 
in losses when labor leaders call stril 


Coming at the time when industry 


ously to reconvert, when every indi 


post-war period of great prosper 
strikes now torces us to adjust out 
drastically. 

Our country celebrated \-l Day 
When \ J Day ame Wwe tho oht t] 


comple te and that all sails were set 


est peace-time pr r Vv in hist 

another victory must be Won, Vict 
] ] 

strike epidenii 1 tis caus t 


I 
m8 i oe ae ; ‘ 
passed Detore the torces ft at were ( 


War prosperity can swing mto 1¢ 


Luxury Taxes De Luxe \\ 


+ + + 


discuss the merits of the different tax 


ernment imposes on so-called “luxtuyt 


11 


ble about our luxury 


States are getting off rathet hehtls 


he British impose a 
s equal to a 350 perc Y f thr 
)! ce. as i represents 33 ( ent o 
price. On radio phone 7 
up the retail price w the mat 


the set for an even 100 percent, so tl 


paid by the consumer voes to the tax 
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TOASTER! 


They know it best. 

It's the ove toaster they ask for by name because ‘‘Toast- 
master’ toaster advertising has always done the biggest, 
most consistent, best selling job—/for you. It’s doing that 
now with millions of messages monthly in Life, Post, Col- 
lier’s, Good Housekeeping, True Story, Parents’ and Bride's 


Magazine. 


They want it most. 

It’s the original—made by the originators of automatic 
toasting —the ove brand of automatic toaster that more peo- 
ple own than all other makes combined! More quality 
toasters at the price that quality earns add up to more 
profit. You will sell more because folks see more in the 


‘“Toastmaster’’* toaster! 


TOASTMASTER Zexcaree 


** TOASTMASTER Company. Coy 1946 


POASTMASTER PRO s Division, McGraw Electric Co., Elgin, Ill. 
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Committee Formed To Pay Tribute 





4 


To Edison On 100th Anniversary 


Electrical Industry Leaders Centennial Committee 


To Plan Program Honoring Thomas A. 


Tc 100th anniversary of the birth of 
Edison will fall on February 11, 1947, 
and to insure appropriate activities a Cen 


t 











merous other major 


| aders in 


ennial Committee has been formed which 


ll coordinate interest in commemorating 


the 


vorld incandescent and fluorescent lighting, 


memory of the man who gave 


phonograph, motion pictures, and nu 


contributions to prog 


the 
omimittec 


: 1 1 
being The first list of 


Edison 


ss and well 
mas A 


ve released contains the 


entennial ( 
| names of world 
the tields of education 


science, 
d industry with Dr. Charles F. Kettering 
is national chairman 

Edison Pioneers, an organization ot 
1 


ind 


men 


women closely identified with the early 


work of the great inventor and = sponsor 


the Centennial Committee, ushered in 


vear with a luncheon on 


1946, the 


The luncl 


centennial 
bruary 11, 


99th anniversary 


Edison's birth 


eon was held 
the Hotel Astor, New York City, and 
itured an address by Mr. Gano Dunn. 


nent electrical and himself an 


engincerl 


lison Pioneet \ demonstration of 


nt lighting and its myriad uses was 
en to commemorate the fiftieth ann 
rsary of the invention by Edison of th 


fluorescent electric lamp in 1896 


Henry Ford is honorary chairmai 


he Centennial Committee 


Edison 


New York 
Black, president, Pacitic 
Company, San 
C. Blackwell, 
Edison Illuminating Companies, 
Ohio; Dr. Oliver |! 

Bell Telephone Laboratories, New York 
City; Dr. William DPD 


laboratories, 


Mir. James 
electri 
Mr. H 


poration, City 


Gas and 
Francisco, Calif 

president, 
Cincinnat 
Buckley, president, 
Coolidge e Researcl 


General Electric Co Nche 


nectady, New York 


Association of 


| 
(,eneral ames GU 


chairman, Radio 
New York City; 


ley, chairman of the b 


Harbord, Corporation ol 


Mr. C. F. Kel 
Anac 


\merica, 


ard, onda Cop 


per Mining Co., New York City far. ¢ 
W. Kellogg, president, Edison Flectri 
Institute, New York City 

\lso, Mr. H. Donn WKeresey, president, 


\naconda Wire and New York 


Cable Co., 


City; Mr. F. W. Magin, president, Square 
D Company, Detroit, Micl Mir. Walter 
FE. Poor, president, Sylvania Electric Prod 


Inc., Ne \ 
D. Reed, chairman, 
Schenectady, New York; M1 


Mr. Philip 
General [lectric Co., 


\. W. Rob 


ucts, York City 


ertson, chairman of the board, Westing 
house Electric Corp, Pittsburgh Pen 
General David Sarnoff, president, Radi 


Corporation of America, New York City 
Mr. Albert FF. Waketield, pre lu 


minating Engineering Society, New York 


S dent, 








LARGE TURNOUT of distributors attended a dinner held by The Crosley 
Corporation at the Hotel Stevens, Chicago, just before the annual appliance 
show. 


ommittee members representing — the 

trical industry include Mr. George 
keland, vice president, Bakelite Cor 
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Wanted: Modern lighting for a modern 
drafting room in the engineering department 
9 Akron a 


lighting that would speed work, minimize 


of the Adamson-United Company 


eyestrain and increase working comfort. 


Problem: To provide a lighting system that 
would minimize line-light shadows from 
drafting tools, make accurate work easier. 


Solution: Shadow control with Wakefield 
GRENADIERS, as recommended by lighting 
engineers of the Ohio Edison Company. 106 
GRENADIERS (No. PG-2483) in contin- 
uous rows, spaced 5’ 6” apart and mounted 
at a 45° angle to drafting tables did the trick. 
Lighting level after 100 hours operation: 58 
footcandles on the boards. And the GRENA- 
DIER, with its open top and plastic sides 
puts pleasing light on walls and ceiling for 
greater eye comfort, too. 


The lighting problems of your customers 
may call for a different treatment, different 


Give them shadow 


. CONTROL 


for better drafting 








fixtures. But you can be certain of this: Wake- 
field will be glad to work with you to pro- 
vide a lighting solution engineered to fit 
your customers’ needs. The | Wakefield 
Brass Company, Vermilion, Ohio. 

Are your customers throwing away DOLLARS? Proper lighting 
maintenance—cleaning fixtures and walls, and re- 
lamping—can double or triple their light. Urge them 
to get the light they pay for—to keep lighting equip- 
ment clean! 


Cakegiclee 


——— 


= i. 
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THE GRENADIER iz | 
INTERNATIONAL 
J j LIGHTING 
_ fi | || Exposttion 


a i & J 
/ STEVENS HOTEL 

/ Chicage 

April 25-30 1946 
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ELECTRICAL WHOLESALING 





March, 


1946 


























City; Mr. Arthur Walsh, 
president, Thomas A. Edison, West 
Orange, N. J.; Mr. S. B. Williams, editor, 
The Electrical World, New York City 


executive vice 


Inc., 


Weaver Made President 
Of Ansonia, Noma Unit 
William ] 


ident of the Ansonia Electrical Company, 
Noma Electric Corporation, 
recently by Henri Sa 

Noma. Mr. Weaver 
1as been vice president in charge of oper 
1942. 


ciated with Bryant Electrical Company for 


Weaver has been elected pres 


subsidiary of 
it was announced 
dacca, president of 
ations since He was formerly asso 
twenty years. 
Mr. Sadacca 
tion of Charles L. Pearce and Joseph H 
Ward, Noma William A 
Marshall, Noma vice president, as directors 


also announced the elec 


directors, and 


of Ansonia 


In addition the following appointments 


have been made: A. P. Lunt, who has been 
with Ansonia since 1943 as chief engineer, 
was elected vice president; E. B. Anschutz, 
who has been with the company since 1916, 
Cor 


Ce yrbin, 


was elected treasurer; and Arthur L 
Gumbart, 
New 


Ansonia 


bin, of the law firm of 


Watrous and Cooper oi Haven, was 
The 


Company makes power transmission wire, 


elected secretary. Electrical 


axial cable, thermoplastic insulating cable 
and insulating wire for the electrical, elec- 


tronics, television, power and _ building 


ndustries. 








WALKER-JIMIESON, INC., found 


wartime conferences so helpful in 
solving problems with the war plants 
and armed services that it established 
a similar plan for dealers. At weekly 
meetings merchandising, technical and 
administrative problems are discussed 
by a group of specialists and suggested 
solutions made available to the deal- 
ers. Left to right: Jim Fitzsimmons, 
Fred Lindstrom, Al Chancellor, Chet 
Hall, Russ Jimieson, Chet Mylin, Bill 
Posey, Gus Larson, Karl Schaeffer and 
Bob Fissell. 








PUSHING A PROFITABLE SIDELINE. Because the Willie Electric Sup- 
ply Company, Modesto, Calif., is located where there is no industrial supply 
house, the owner, C. A. Willie, has built up a profitable sideline in industrial 
supplies. To serve the nearby machine shops, industrialized farms, food 
processing plants, etc., the company has taken on American split pulleys, 
pillow blocks and hand trucks; Browning pulleys; American “Econ-omatic” 
motor bases; Quincy air compressors; American and Browning V belts; 
Fairbanks Morse and Wagner motors Mid-States welding equipment; con- 
tractors’ ladders, etc. The industrial stock is segregated from electrical goods, 
using a section in the front of the showroom, as seen above. 





International Lighting Exposition 
Features Instructive Program 


Four Conference Sessions to cover all major 


phases of commercial and industrial lighting 


parade of What's 
C onterence 


- bigeeomegey \ full 
New in Lighting 


Program studded with 


plus a 
many ot lighting 
industry’s outstanding authorities on engi 
neering, contracting, installation, merchan 


dising and selling is assured visitors to 
the International Lighting Exposition next 


April 25-30 at the Stevens Hotel, Chicago 


Complete Program 


With the 


sellout of 


announcement of a complete 


exhibition the 
Rudolph W. Staud, pri 


chairman of 


space comes also 
announcement by 
gram the complete program 
of subjects and speakers for the conference 
These conferences are to be held 


sessit ns. 


in the mornings of Friday, Saturday, Mon 
day and Tuesday, April 26, 27, 29, 30. The 
exposition will be open 12 noon to 6:00 
p. m. Friday, Saturday, Sunday, Monday 


and Tuesday, April 26-30, with a preview 


for electrical wholesalers on Thursday 
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afternoon, 


April 25 The program as re 


] 1 


leased by the committee follows 


Thursday, A pril 25, 1946 
noon to 6:00 p.m, 


12:00 


members otf the 


Ass'n 


| xX position 
National 


and. their 


open to 
Electrical Wholesalers’ 
employees 
Friday, April 26, 1946—9:30 a.m. 
to 12:30 p.m. 


FORUM ON NEW LIGHTING TRENDS AND 
METHODS 


“What's Ahead in Industrial and 
Commercial Lighting” 

S. B. Williams, Editor, Electrical World 
business benefit 


llow will industry and 


from the many new developments in light 
lighting 


President of the 


equipment and 
Past 


engineering 


sources, lighting 
techniques \s 
Illuminating Society, the 
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speaker will answer these questions au- 


thoritatively 


“Some Fundamentals of Good Lighting” 
Ward Harrison, Director, Engineering 
Division, General Electric Company, 
Cleveland 


(jood lighting must be comfortable light- 
influence 


How 


ne The same factors which 


visibility also influence eye comfort 


to control the negative or discomtort tac 
tors of lighting and how to utilize most 
effectively the positive factors will be dem 
mstrated and discussed 
“Lighting Research and the Future” 
Samuel G. Hibben, Director of Applied 
Lighting, Westinghouse Electric Corp., 
Bloomfield 
What will be the lighting ot the tuture 
What developments may be expected trom 
the experiments and research now being 


onducted by scientists and engineers? Can 


ve look forward to further reduction in 


' 1 17 1 
ost t nent and whting 


Friday, April 26, 1946—12 noon to 
6:00 p.m. 


ke xhabitiot opel to imvited 


guests 


Saturday, A pril 27, 1946 
to 12:30 p.m. 


9:30 a.m. 


LIGHTING SALES FORUM FOR ELECTRICAL 
CONTRACTORS 


“4 Program for Developing More Lighting 
Sales” 
W. H. Robinson, Jr., Manager, Advertis- 
ing Division, Lamp Department, General 
Electric Company, Cleveland 


The 


Mien ml se 


electrical contractor is one ot the 


key lling, installing and servicing 


of lighting equipment and in the prepara- 


tion of lighting Hlow contrac 


proposals 


tors may take advantage of the tremendous 
sales Opportunities tor improving © store 
and other lighting will be the subject ot 


this discussiot 


“Fluorescent Lighting Maintena:ce as a 
Basis for Increasing Sales” 
Harris Reinhardt, Manager, Commercia' 
Engineering Dept., Sylvania Electric 
Products, Inc., Salem, Massachusetts 


profitable for the 


Is it 


electrical con 
t ter nd tly lohting 
ractolr to rendet i lorescent hghting 
Inaintenance service What has been the 
experience t contractors throughout the 


ountrs 


What are the factors which determin 


the cost of such service Hlow wall) it 


micrease the general sales thre col 


tractor 


“Practical Sales Methods for 
Contractor” 


S. C. Sache, S. C. 


the Electrical 


Sachs, St. Louis 


Phe 
and in 


tribution in 


electrical contractor 1s a necessary 


toy , , 
portant link in the chain of dis 


the lighting industry How 


to organize ettectively for increased light 


' 
ng sales and how to take 


advantage ot 
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the present and future sales opportunities 


will be the subject of this discussion 


Saturday, A pril 27, 1946—12 noon 
to 6:00 p.m. 
Exhibition open to invited guests 


Sunday, A pril 28, 1946 
6:00 p.m. 


Exhibition open to 


Monday, A pril 29, 1946 
to 12:30 p.m. 


LIGHTING INDUSTRY ROUND TABLE 


What New Methods and Materials for 
Technical and Sales Training Are 
Now or Will Be Available 


12 noon to 


guests 


9:30 a.m. 


invited 


. 


New market development plans by Manu- 


facturer, Utility, Wholesaler, Contractor 
ind Electric Associations 

Participants 
S. R. Naysmith, Chairman, Industrial 


and Commercial Lighting Equipment Sec 


tion, National Electrical Manufacturers 
\ssociation 
Kk. M. Spaugh, Chairman, Floodlighting 


National 
\ssociation 

A. 
lrattic 


Section, Klectrical Manufacturers 
Street and 
National 
Association. 


Dickerson, Chairman, 


Safety Lighting Bureau, 


Electrical Manufacturers 


1. F 


ngineering Society 


Wakefield, President, Illuminating 


Henry Steinmetz, Chairman, Better Light 


Better Sight Bureau 
J. S. Schuchert, Chairman, Sales Per- 
sonnel Committee, Edison Elec. Institute 
G. B. Roscoe, Director of Public Rela 


National 


sociation 


tions, I-lectrical Contractors .\s 
( (y Pyle, 
tional Electrical 


llarold H 


Lamp Department, General Electric Com 


Na 


Association 


Managing luirector, 
W holesalers 
Green, Advertising Division, 
land 


\W \twater, 


Engineering Dept., 


pauv, Cleve 


Commercial 
Electric 


\lanager, 


Westinghouse 


Corp, Bloomtield, New Jersey 

(;arlan Morse, Lamp Merchandise Man 
ier, Sylvania Electric Products,  Inc., 
Salem, Massachusetts 
Monday, April 29, 1946-12 noon 


to 6:00 p.m. 


Exhibition open to invited guests 


Monday Evening—Annual Presi- 
dent’s Night and Electrical 
Industry Dinner, Chicago Sec- 
tion, Illuminating Engineering 
Society—Stevens Hotel. 


Tuesday, A pril 30, 1946—9:30 a.m. 
to 12:30 p.m. 


FORUM ON LIGHTING SERVICE AND 
LIGHTING APPLICATION 


How a Utility Lighting Program Can 
Improve Public Relations and 


Build Customer Good Will 


ELECTRICAL WHOLESALING 





I. L. Illing, Ass’t. Sales Manager, Wis- 


consin Electric Power Company, Mil- 
waukee. 
iM. 
Monongahela 
R. W. Butts, 


Ohio Public 


Ohio. 


Stroud, Sales Promotion Mgr 


Power Co. 
The 


Elyria, 


Lighting Director, 


Service Company, 


How Manufacturers’ Data Sheets and 
Specification Sheets May Be More 
Effectively Used in a Utility Lighting Program 
The Utility Viewpoint: 

A. A. 


Philadelphia 


Engineer, 


Philadel- 


Brainerd, Illuminating 

Electric Company, 

phia, Pa. 
James J. En- 


( ompany, 


Oberhausen, Illuminating 


gineer Commonwealth  [dison 


Chicago, Illinois 


The Manufacturer's Viewpoint: 


H. P. Steele, Vice President, Benjamin 
Electric Mig. Company, Des _ Plaines, 
Illinois 

W. P. Lowell, Jr., Chief Engineer, 


Lighting Fixture Division, Sylvania Elec- 


tric Products, Inc., Ipswich, Massachusetts 


The Trends in Lighting Equipment Design and 
Lighting Practice as Revealed by the 
Exhibits at the International 
Lighting Exposition 
Marshall N. Waterman, Electrical Test 
ing Laboratories, Inc. New York, N. Y. 
B. J 


Representative, Public Service Electric and 


Jensen, Assistant General Lighting 


Gas Company, Newark, New Jersey. 


Tuesday, April 30, 1946—12 noon 
to 6:00 p.m. 


Exhibition open to invited guests 


Make Reservations Early 








WHOLESALERS at Chicago House- 
wares Show. Left to right: E. E. Has- 


selquist, president of Fox Electric 
Supply Co., Elgin, Ill.; H. R. Johnson, 
buyer, Fox Electric Supply Co.; R. 
Jordan, Chicago Flexible Shaft Co.; 
W. Cornelius, vice president, Chicago 
Flexible Shaft Co.; D. Dobkin, Dobkin 
Electrical Supply Co., Chicago. 
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REA Co-Ops Bought 
All-Time High In Energy 


To supply wartime needs of farms and 
rural industries, operators of REA-financed 


? 


rural electric purchased 2,233,- 


909,904 kilowatt 
for distribution to 
1945 
Department of 


systems 
electric 
1,287,000 


hours of energy 
consumers 
during the fiscal according to 
the U. S 


This is an 


year, 


Agriculture 


all-time high for wholesale 


energy purchased during a single year by 


Rural Electrification Administration bor 


rowers. At the same time, wholesale costs 


dropped to a new record low 
kilowatt 


average oO 
8.2 mills per hout 
otal by REA sys 


tems during the fiscal year ended June 30, 


energy purchased 


1945 exceeded by 245,043,196 kilowatt 
hours the previous high of 1,988,266,708 
kilowatt hours purchased during the 1944 
scal year. Energy purchases have risen 
each year since 1939, when REA first 
compiled energy statistics. In that year, 


purchases amounted to only 152,397,929 
hours. 

The total 
832 REA-financed 


the end of 


kilowatt 
wholesale power bill of the 
energized at 
to $18, 


systems 
1945 
new high. The average 
cost of 8.2 mills per KWH was a reduc 


fiscal amounted 
273,207, also a 


tion of two-tenths of a mill from the 
average wholesale rate in fiscal 1944, 

reduction of one-tenth of a mill from the 
previous record low in fiscal 1943, and 


reduction of 3.9 
1939 


represented a mills per 


kilowatt hour since 








NEW 


DISTRICT SALES REPRE. 
SENTATIVE for the Federa! Elec- 
tric Products in the Michigan area is 
Mr. W. F. Benson. He has had twenty 
years of experience in the electrical 
field and was formerly with an electri- 
cal wholesaler in Grand Rapids. 
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VETERANS RETURN to Fife Electric Supply Company, Detroit. Salesman 
Harold Teeple, left, will take over a county territory. He was in the Navy, 
serving on the carrier “Wasp” when it sank. Second from left is Bruce Everly, 
who as a First Lieutenant was a B-29 Navigator. Donald Fife, second from 
right, served 4, years in the Army medical corps. Returning as a counter 
man is John F. Beels, right, who served 32 months in the Army Air Forces. 
Missing from the photo is the boss himself, Donald L. Fife, former president 
of NEWA, who has returned from service as a Lt. Commander in the Navy. 





and applicants are looku 


Wholesaler Reports | might be cold, 


e or more congenial work 
On Construction PLUMBING AND HEATING: There 
: is a verv great shortage of soil pry cast 
In a recent report to the Chicago Ele« he ; ., 
nes, nickel and chromium plated — brass 
trical Wholesalers Association, M1 \. J 
, . ted ' () 
MecGivern, president of the association 104 
gave the detailed findings of the Chicas 
Building Congress regarding the construc 





tion industry as the C. B. ©. sees it. The 
Chicago Building Congress is) an inde 
pendent organization representing ill 
branches of the industry, for discussion ot 


mutual problems in the construction field 


Mr. MecGivern has broken down the ele 
ments controlling all-out building constru 
tion as follows 

I UMBER The var demands have re 


duced stocks evervwhere in the country 
and they are lower now than ever before 
73,000 men are out on strike in the Nort 


west and indications are that they will not 


before cold 


return and wet 


velops There ts little hope of starting pre 


duction in that sector before next spring 


Several months’ time will be required to 


season and distribute lumber after it 1s pro 


duced. In the Northwest, and also in the 





South where Southern pine is produced 

the present ceiling prices offer little e1 

couragement to production, There is, how 

ever, sufficient lumber in stock t keep 

uilding going until production is resumes D. O. GRANGER newly appointed 
BRICK: Inability to get the kind of la sales manager for Pierce Renewable 

bor that they need restricts production to Fuses, Inc., Buffalo, New York. He 

=; an was in the sales division of General 

50 percent of capacity. Their wage rate 1s 

e : BENG , . Cable Corp. for fourteen years, and 

$1.01: for carl o as mM ¢ 22:00 nex 

$1.01; for carloading as much as $2.00 px joined the Pierce Company as sales 

hour. But the work is hard, outdoors, where counselor in 1944. 
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When Bett. Chocksn talks about 





COFFEE MAKING 


millions of women will listen! 


How the Magic Motor works 





America’s millions of 
look 
forward to some excit- 
Betty 


about a new 


homemakers can 


ing news from 





Crocker... 





and better method of 


making coffee . . . with 


Bett Cock the General Mills Au- 


tomatic Electric Coffeemaker. 

















On the end of the rod in the But... turn on the electricity 


It operates on a thoroughly tested new prin- 
ciple made possible by a unique General 
the ““Magic Motor.’”’ The 


new brewing principle produces a richer coffee 


Mills development 


flavor because more of the volatile flavor- 
making coffee oils can now be extracted in less 


brewing time. 


When women hear this news from Betty 
Crocker ... when they hear about the other 
exclusive advantages of the General Mills Au- 
tomatic Coffeemaker ... they'll act... they’ll 
buy. Women know and trust Betty Crocker as 
the world’s most helpful home service authori- 
ty. They’ll want the coffeemaker Betty Crocker 
tells about ... just as they now want—and buy 


hundreds of millions of packages of other 


General Mills products recommended by Betty 


Crocker. 


BETTY CROCKER !S A REGISTERED TRADE MARK OF 


GENERAL MILLS, INC., HOME APPLIANCE 
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man’s hand is a revolving disc 
equipped with pumping flang- 
es. It is held over the magnetic 
field of the new General Mills 


that creates the magnetic field 
and the pump rotor on the end 
of the rod starts to whirl, all 
alone and by itself in the air. 





GENERAL MILLS, INC. 


DEPARTMENT - 


Magic Motor, but is not con- Even submerged in water it 
nected with any source of me-_ will spin swiftly and power 
chanical power whatsoever. fully. 


These sketches illustrate the Magic Motor principle 
and suggest its importance to coffeemaker design. For 
only through the development of the Magic Motor could 
all the advantages of the General Mills Coffeemaker 
be offered to American Homemakers. 


fj 


MINNEAPOLIS 13, MINNESOTA 
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The Lumber 
For That 
BUILDING BOOM 









HEN the war ended the mil- 
itary demand for lumber be- 
gan to slow and is now almost 
But demands on 
ontinue to be as heavy as they were 
vhen the military forces were using 
almost every foot of lumber they 
ould turn out. The problems of re- 


stopped. sawmills 


mversion are not going to curtail the 
roduction of lumber, since about the 
nly reconversion 
ange the billings of the cars of lum- 
er from military to civilian custom- 


required is to 


Probably lumber production in 
1946 will not be as high as it was for 
In 1944 production 
vas about 32 billion feet as contrast- 
| to an average of 22 billion feet 
rom 1930 to 1939. On the other 
ind the great need for new homes 


C War vVears. 


families 
unded during the war will, in turn, 
eate an urgent demand for lumber 
roduction. The sawmill capacity ex- 
ts to produce as much as is needed. 


house the countless new 
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By Dr. Wilson Compton 


President, The State College of Washington 


The question in many people's minds 
is where will the lumber come from 

Logging and lumber manufacture 
have always been pioneer industries 
in this country. They still are. Today 
the industry is blazing new pathis. It 
is gradually changing from an indus 
try concerned in liquidating virgin 
timber, into one that is building per 
manent industry upon managed lands 
operated on a sustained yield basis 
providing for the production of con 
tinuous crops of trees; trees to build 
tomorrow's homes as well as today’s. 

As to the supply of lumber avail- 
able at present, it will be many years 
before all of the old growth timber is 
harvested. Probably some of the less 
More and 
more of the nation’s supply of lumber 


accessible never will be. 


WHOLESALING 


is coming and will come from second 


growth on forest lands from which 
old stands have been removed. Even 
now, at least one-third of all forest 


products and in the South more than 
half comes from new timber growth. 

There is at present, in round fig 
1,500 billion board feet of ma 
timber. If 


ures, 
ture saw the country’s 
needs demand the equivalent of say 
50 billion feet a year, which is enough 
to cover lumber production, plywood, 
paper, pulp production, fuel wood, 
ties, posts, shingles and the hundreds 
or new products made from wood, the 
supply standing in the forests ready 
to harvest would last over 30 years 
without considering new growth. This 
also allows for losses by fire, the for 
est’s number one enemy, and insects 
and disease. 

In 1943, for example, there were 
approximately 450 billion feet of saw 
the old 
stands in the west coast fir regions of 
regon and Washington, That would 


timber in growth timber 
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Such stacks of lumber as this Vermont lumber yard was boasting when 
this picture was taken, will be more and more evident throughout the 
country just as soon as lumber harvesting and transportation agencies 
can fil the distribution “pipe lines” that reach the nation’s thousands of 


local lumber yards. 


provide lumber to rebuild every dwel 


ing in the United States. The average 


annual growth in 1936 was 2.7 billion 
hoard feet. As the old growtl 


forests 


are removed, that 


growth will in 
crease. 
Stands of old timber 


new wood, 


produce little 


They their period 


of major growth 
we have greater ne 


ban) 


ot fast-growing y 


Since 1933. fores 


heen generally and in’ some 


Cases 


eatly improved. lire prevention 


better 


art 
8 


and protection ar and many 


timbered states have adopted training 


programs for schoo] students in forest 


fire fighting 


The effort of increasing members 


ol forest owners to grow tomorrow's 


trees 1s showing results in 1,000 tree 


farms which cover 11.000.000) acres 
In ten states with tive more. states 


planning to }ou thre procession 


“American Tree Farms” is a certified 


tree growing program tout 
Millions oft other 


voted 1 


vears old 
lorest acres 

oO a sinnlar pi 
nurseries are operated 
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roOWH seedlings to Le 


loresting burned-over or unproduc 


lands 


ve lorest 


he pine regions of the west con 


In more standing timber of saw tim 


ber size than does the 


west coast fi1 


region, but 1t 1s more widely scattered. 


ver 350 billion board feet 


in the western 


aw Libel 


Homes like these will soon be 


used in re- 





Lumber must be available in a steady, 
unending flow, if that projected residen- 
tial building boom is to materialize. 
There has been untold speculation about 
the lumber situation, for without ample 
supplies there can be no boom. 

To obtain an unbiased appraisal of 
lumber prospects for readers of ELEC. 
TRICAL WHOLESALING, we have gone 
to the one man who can supply an 
authoritative opinion. 

Dr. Wilson Compton has been known 
as an authority on lumber and forest 
products for over a quarter of a century. 
He has served as economist of the Fed- 
eral Trade Commission, director of the 
U. S. Fleet Corporation of World War |, 
adviser to the United States Senate and 
for many years as general manager of 
the National 


Association. 


Lumber Manufacturers 

We value the privilege of presenting 
Dr. Compton's observation in the accom- 
panying article, which was written ex- 
pressly for ELECTRICAL WHOLE- 
SALING. 


The EDITOR 








pine regions and the annual growth 
3.4 billion 
\s more of the old growth tim 
harvested, that 
growth will increase. 


in 1936 was estimated at 
feet. 
her is volume of 

In the California redwood lands, an 
area of rapid growth, there are some 
45 billion feet of standing saw timber. 
lhe average annual cut in that region 
has not exceeded one-half billion feet 
for twenty years. 

In the southern pine regions most 
of the forest lands have been cut over 


under construction in hundreds of cities and towns, to 


house America’s thousands of new families and supply the needs of existing families. 
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Homes such as this vine-covered cottage can be found in every city, village and hamlet 
in America. Soon there will be sufficient lumber to provide more of them for today’s 


millions of home seekers. 


The bulk of southern pine lumber in 
recent years has been taken from sec 
1942 almost 


were taken from 


ond growth forests. In 
12.000.000.000 feet 


that region along with several million 


cords of wood for pulp and paper 
uses. Growth of southern pine will 
much increase under adequate fire 


protection, and efforts are being made 
now to provide such protection. 

1930 the 
timber growth to timber drain was 11 
to 13, and the ratio was gradually in 
1910 the 
estimates 


In nation-wide ratio of 


creasing. In 


official 


ratio im pub 
| to = 
This estimate probably was too low, 


lished was 
and the progress 1n the subsequent 


vears not relatively as great as indi 
cated, although it was substantial and 
is still continuing. 

The tide of the 
\merica is not running 
not run out. 


ent 


forest supply of 
out. It 


should be 


will 
There suffi 


lumber to provide homes for 


he millions of families who are now 
seeking rooftrees. 

The optimistically expected “ease 
‘in the housing shortage, to which 
looked forward at 


{ the war, hasn't come about. Most 


Oo many the end 


ties, even the smaller ones, are still 
rowded and there simply aren’t suf 
lent houses or apartment buildings 
} supply roofs for thousands who are 
amoring. Six vears ago before the 
National Industrial Conference Board 
predicted a home building demand 
homes a for ten 


a mullion year 


ears. I think it is on the way. 

In communities throughout the na 
ona slow but certain building boom 
lLocations 


four 


gathering 


hich 


momentum 


were “country plots” 
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years ago are now listed as “desirable 
suburban locations.” The country is 
\cres of 
land stretching between cities such as 
Miann, blorida, and like Ft 
lauderdale, llorida, for mstance, are 


moving nearer to the city. 
LOWS 


now being divided up into plots upon 
which houses are being and will be 





4 Douglas fir stand of ripe timber 
Washington, where large areas are 
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built. 
can be found in the areas of Virginia 


An example of this expansion 
and Maryland which are conveniently 
adjacent to Washington, D. C 

lorest technology during the war 
bent its efforts toward supplying the 
Out of that 
process have come new wood products 
for the utilization of 


nation’s nulitary needs 


and new ideas 
the present heavy wood wastes in log 
ging and mulling of forest products. 
here are new types of plywood and 
laminated wood which will simplify 
New 


forests are always growing to supply 


home building and furmshing. 


the uses tor wood, both old and new 

The forests can, | think, assure the 
building industry that as the old tim 
ber is harvested, new growth will be 


coming along sufficient to meet. the 


needs. before the time the old growth 
is harvested the annual growth of 
timber may well be equal to the an 
nual use of timber. However, the 


balancing of use against growth is not 


sufficient. No industry can stand still, 


mdustry will forward 
‘The 
iF) 


go forward 


Forest go 


indications are cleat 


OO. 
backward. 


that it wall 


al 5 tee 
Baar ae a 


and young growth in the State of 


set aside for selective harvesting. 
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ural Sales Will Set New Records 


99 


OW 


or Salesmen with Real “Know- 


Never before have rural areas presented so wide a market for 


wiring materials, appliances, power equipment and labor sav- 


ing devices, BUT the business will go to the outlets and sales- 


men who understand rural needs and know how to serve them 





By Claude R. Wickard 





Administrator, Rural Electrification Administration 


ARMERS are going to buy elec- 

trical equipment in large quanti- 

ties during the next several years. 
In most small towns and in many of 
our smaller cities the rural business 
in electrical goods may exceed town 
business. 

This will be true for a little while 
whether the: dealers exert 
effort or not. 
tributors 


any sales 
In the past, most dis- 
treated the farm electrical 
trade as an accommodation side line, 
much to the detriment of the farm- 
interest. This attitude is 
changing now. The rural business is 
so important that distributors are 
showing promising signs of cultivating 
it assiduously. 

Just what retail sales outlets will 
get the lion’s share of this expanding 
market depends almost wholly upon 
which ones show enterprise and ini- 
tiative. We hope, however, that the 
most important retail outlets factors 
will be those whose principal business 
is merchandising. 

The Rural Electrification Ad- 
ministration recommends to the 
farmer-owned cooperatives among 
its borrowers that they refrain from 
Selling and_ servicing electrical 
equipment as a regular part of their 
business. Instead, we are urging 
them to cooperate with 
lealers in improving their service and 

join manufacturers and wholesal- 

in encouraging new firms to be- 
ne established in areas where sales 


er's best 


established 


irch, 


Claude R. 


and service opportunities exist 

The primary purpose of REA is 
to finance construction of power sys 
tems in rural areas that lack control 
station electricity. More than &00 
cooperatives have been organized to 
borrow REA funds for establishment 
of rural power distribution lines 

Because increased use of electricity 
in the areas served is an important 
factor in making these rural cooper 
atives successful and because in many 
communities electrical appliance deal- 
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Wickard. 


ers did not offer adequate rural set 
vice, a few of the cooperatives have 
entered the merchandising field. 

This activity is understandable in 
some cases, but several difficulties have 
been encountered. Sales work tends to 
workers from 
The bookkeep 
ing required is extensive and different 
from that employed for the electrical 
distribution system. 

The most difficult problem, how 
ever, concerns the servicing of elec 


distract co-op office 


their principal jobs 
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This well-equipped farm work shop is 


trical equipment the dealer must 
accept responsibility for maintenance 
sells—at least 


during the life of the guarantee. This 


of the equipment he 


IS essential, if he is to keep the cood 
will of the consumer who purchased 
the equipment. 
\lso, it is essential to the welfare 
the co-op that all appliances be 


Vounted on a sled-platform, this motor can 
be dragged easily to the spot where a job 


is to be done. 


lhe application of electricity to operate 
hay driers is a comparatively new one on 
the farm and promises an excellent market 
for motors and controls. Westinghouse 


photo. 
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furnished with electric 
at lowest cost. GE photo. 


kept in operation. In the first place, 
the tarmer needed the equipment or 
he would never have purchased it, 
it makes to his 


imy vortant 


the contribution 
effort 
bearing upon his profits 


and 
farming has an 
In the sec- 
ond place, the higher the consump 
tion is per consumer the better busi- 
for the 


ness it 1s CO-OP 
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motors, for expediting the maintenance of farm machinery 


The present trend points to estab 
lishment of adequate private retail 
outlets at convenient locations within 
the service areas of practically all th 
REA 
this pattern of sales development for 
the post-war period. Most of the co 


cooperatives. is encouraging 


operatives join with us in this pref 


erence for private sales organizations 
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With thousands of unserved farm- 
ers in their particular areas clamor- 
ing for electrical service as soon as 
it is taking the full 


time of every CO-Op emplovee to even 


they can get it, 


hegin to satisfy this demand. The 
cooperatives have a_ full-time job 


maintaining the distribution lines they 
are now operating and building new 
ones as rapidly as the supplies of ma- 
terials and manpower will permit. 
lrained electricians are at a premium 
1 rural areas. 
Reliable dealers who desire to lo- 


ate in the service areas of these co- 


ops should contact the cooperative of 
ficials and lay their 
them. In practically every imstance 
they will find the cooperative ready 


plans before 


and willing to assist them in any way 
they can. 

We at REA are confident that the 
electrical farm appliance merchandis 
ing problem can be worked out with 
out complicating the operation of the 
cooperatives with merchandising ac 
tivities. located retail 
outlets provide the answer. 

Those outlets 
and reliable. 


Conveniently 


must be substantial 


Their operators must 
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know farm electrical apphances and 
the needs of their local farm consum- 
ers. They must understand the prob 
lems related to the particular agricul 
tural activity prevalent in their sales 
territory and be able to discuss those 
problems with their prospective farm 
er customers. 

lhe 
hand and ready for delivery the ap 
pliance the farmer needs, or 


dealer must either have’ on 


know 
where he delay. 
Ile must win their confidence through 


can get it without 


fair sales practices and keep it by sup 
: pit by suy 
plying them with adequate service. 





above left 


The most profitable electrical machine fo 
any farmer with ten or more cows is the 
milking machine. It saves labor at low cost, 
and generally leads to sales of othe 


trical equipment. REA photo. 


elec- 


above 


Corn is needed to feed live stock. By the 
use of this machine, the farmer can prepare 


more feed faster and at low cost. REA 
photo. 

left 
The farmer needs electrical equipment 


such as this and the salesman who knows 
what it is all about can build a constant 


flow of nice orders. REA photo. 
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By J. B. Elliott* 





levelopment are planning active pat 
ipation in guiding the growth « 
‘at mere medium if 


g 
] +1 
the post-war period \nd there 1s 


entertainment was typified 


: ba 
1 their purchase ot receivers when 


television was just beginning com 
merially 

Much credit is due to all who have 
helped t bring television to its pres 


ent stage of development 
blood 


merchandising, 


in television 


ve feel that 


programming Or 


ceptional opportunities will present 
themselves not only in home tele 


| ] P ] ry 
but in such fields as depart 


SION, 


ment Stores l | theaters Beca IS€ 
S meetin: Ss eSsel iv one on met 
, 1 1) 
chandisin 1 rie} emarks Wil [ve 
ected along lines of future planning 
( cl na me msec 1 our ] ( 
var experience mm televiston sales 
We have learned many imy 
| 4 } 
eSSOnNS, in since i We hive 
} ile ¢ nsiderable rogress Of mteres 
vou in manv respects. /undamet 
Ulv, we know that the qualiv o 
( S 1s ] ? muaportant ~ rl 
Cle in the sale « televist ets 
\ dingly, NB¢ lans to improve 
1 , 
aL eniary¢ tS ogranl service 1 
New A } Wide currel \ includes 
n-the-spot views of news and. sp 
1 
( ] ( ents Liter! ited Vit Wa 
( ( ts ind i wide va et Ol 
] ] ° + 
iio programs. The program te 


‘ 


niques and “know-how” 


his ¢ avatlable tt 


other NB¢ 


\ 


Nperience is 


stations and attihates na 


accumulated 





a 


iis 
‘ Em pire 


Company's television antenna, 


Seen atop the 


Fhus the early problems, the birth 


pains of production as it were, may be 


materially simplified. Even when it is 


necessary to operate on a minimum 
of twenty-eight 


directed by rC( 


be too difticult 


hours per week, as 


', the problem will not 


NBC Is Op 


because 


Joseth B. Elliott. 





State Building in New 
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York City is the Nationa! Broadcastin 


erating about eighteen hours per week 
at present. 

Another point of great importance 
to you is the tremendous interest ot 
children and ‘teen-agers in current 
television programs. Not only does 
this mean that the family as a grouy 
enjoys television, but the children oj 
today are your customers of tomor 
row. 

In the schools, the leadership i 
planning for television, already under 
way by the New York Board of Edu 
cation, should create unusual interest 
not only in this market but in all lead 
ing cities of the country. I under 
stand that 293 television receivers art 
to be purchased by New York Publi 
Schools within the 
NBC in programming especially for 


next few vears 
children on Thursdays, and throug! 
its cooperation with the New Yorl 
Board of Education, is lavir the 
groundwork for valuable educator in 


Ig 


terest in this new medium of informa 
tion 

We anticipate that this activity wil 
closely parallel the interest in class 
room music appreciation, which it 
earlier years was stimulated throug! 
recorded music. Children’s influence 
In many instances, will be a most in 
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Selling Television Successfully 


Calls For Expert Merchandisers 








portant factor in selling television to 
their parents. 

Manufacturers of television receiv- 
ers will, it is expected, play an impor 
tant part in the sponsoring of tele- 
vision programs to provide demon- 
stration programs for radio dealers 
during shopping hours. Special pro- 
available on film, “the tran- 
scription of television,” will also be 
extensively used at peak store traffic 
periods when live programs might not 
be readily available. 

The number of companies in our 


grams 


business, already owning or planning 
their sta- 
tions, indicates the importance set 


to operate own television 
manufacturers place on programs to 
expedite the sale of receivers. 

Also, the availability of test pat- 
terns “on the air” is a question that 
has concerned many dealers, distrib- 


1 cubical television antenna designed by 
General Electric. 
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l_eading tele 
> 


utors and service men. 


vision broadcasters in this market 
have assured us of their desire to co 
operate fully on this matter. [very 
set sold means new audience poten 
tial; thus they have a specific interest 
in rendering such service. 

Let’s take a look at the product for 
a moment. 
that a good product will sell itself. I 
do not agree with this philosophy 


The best product in the 


Sometimes engineers feel 


world 
only needs, but certainly merits the 
best in selling effort. In professional 
life, for the 
capable doctors, lawyers or engineers 


example, even most 


have to become well-known and re- 


spected before their practice becomes 
substantial. 

Because it is important that broad- 
casters have the largest possible 


audience as soon as possible, our first 





receivers will be high quality, low 


cost, television sight-and-sound table 
models (without radio). These direct 
viewing units will use seven and ten 
inch kinescopes, and we are hopeful 
around $200. 


Console models will range in price 


that prices can begin at 


from about $300 and upwards. 

These models will provide varied 
ranging from television 
sight-and-sound units to 
vision- Victrola 


features 
Radio-Tele 
the 
\lso, we plan 


combinations in 
higher price brackets. 
on producing large-screen home Ye 
ceivers with pictures about newspaper 
De luxe “AM” and “IM” radio 
will also be included in this projection 


model. It is hoped that this set may 
be brought to market to sell for ap- 


proximately $500. 


size, 


| irst models of those receivers, we 
expect, will be made available for sale 








ees a 


A large screen television receiver provides bright, clear pictures, 18x24 inches 





in size, enabling the whole family and guests to view the show. RCA photo. 





“7 
4é 








1946 in New 


\lbanv-Schenectady, Chicago, 


during metropolitan 
York, 
Philadelphia, Los \ngeles, and there 
in Washington, Cincinnati and 
Wavne. by 1947, 24 pet 
cent of the population im 
YQ O86,000 wired homes will be within 


Lite 


lort mid 


nation’s 


the ettective service range ot tele 


Vision, according to conservally 
mates. 


Vechnical advances Wl receiver pel 


formance and quality are comparable 


to those made im transmitters and 


cameras. RCA recently demonstrated 


a new camera emploving the Image 


It takes quick thinking and clever handling 
of the television camera to produce clea) 
and easy-to-see pictures on the television 
screen, GLE, photo. 


Orthicon tube, a development 


hastened by war-time research. ‘his 


camera eve is one hundred times more 


sensitive to light than the pre-war 
camera tube. It sees by candle light 


and can pick up any event or scene 


the human eve can see comtortably 


It makes possible round-the-clock pro 
gramming of special events since light 


is no longer a problem 


Mobile equipment for outdoor pick 


ups can now be carried in a station 


wagon in contrast to the two ten-ton 


trucks needed pre-war tor this pur 


pose. Improvements in control equip 


ments for both studio and held equip 
ment have kept pace with portability 
White television today is 
the 1939 


Blac k and 


as tar ahead of television of 


is the movies of today are advanced 


iver those of 1920. \ practical color 


television system, which, it is esti 
mated, may be available in the future, 
the 


‘ s | 
LCcic= 


will be equally advanced ove 


laboratory experimental color 


today 


Vis1on ot 


(Our pre-war experience indicated 


the necessity of arranging with dis- 


tributors to provide practical low cost 
deferred payment plans for television 
Plans for again handling 


have already 


purchasers. 
deterred payment sales 
been initiated 

Many 
the antenna and installation problem. 
\While there are many difheult prob 
in various lo 


people are concerned over 


lems encountered daily 


tions, our Advanced Development 
reports encouraging progress 
antennas. 


\ntennas will be avail 


group 


with various models of 


REA \ 


when our receivers begin coming 


1ctol 
abl 
lelevision reception in 
build 


ings requires industry-wide study and 


line. 
houses and certain 


ott the 


apartinent 


action, however, in order to facilitate 
development of proper multiplex 11 
stallations. 

You 


a NeW 


knowing 


transmission line has been 


will be interested in 


developed for use between antenna 


] 


and receive! Phis product is known 


as the “Bright Picture’ transmission 


When this line 


with 


line is used in con 


nection our new television an 


tennas, all of the television channels 


are received without cutting or read- 


justing antenna elements, as was re 


quired in the past. The ultra low loss 


characteristics of our “Bright Pic 


ture’ transmission line and wide-band 


characteristics obtained when used 


with the improved antenna results ina 


signal increase of three to one ovet 


un\ antenna available for 


elevision. re eption 


previous 


lhe transmussion line dialectric ts 
made of polyethylene which was de 
veloped during the war for use in con 
nection with high 
“Bright Pi 


icture” 
is being made availabk 


frequency radat 


) 


transmission 
through 
distributors. 


lt is an axiom of successtul me) 


chandising that the best customer ts 


satisfied customer, This is extremely 


the 


dustry. The successful merchandising 


unportant for new television in 


of television instruments will require 


1 new conception of installation and 


service responsibilities experience 


indicates that television manutactut 


ELEC 


1 rodeo scene at Madison Square Garden, 
N.Y.C., becomes a reality with use of the 
television camera “eye.” RCA photo. 


ers should assume a major respons! 
bility for installing and servicing their 
television instruments. 

Based upon our experience in the 
television market, own 


pre War 1l\ 


company has established a 


| progran 
which might be broadly classified in 
the following two parts: 

l‘irst, to establish our own service 


shop facilities, manned by 
and 


thoroughh 


trained personnel 


competent 11] 
all of the initial television 
areas—New York, Philadelphia, 


\ngeles, and Chicago. In 


market 
Los 
Tact, Wwe 
have had such television service facih 
ties in the New York area for more 
than six months 

The second part of this broad pro 
gram is an 
program 
train wholesale distributors, 
and members of the 
sion in the fundamentals 
niques of television installation, ser 


intensive, well planned 


of continuous education t 
retailers, 
service profes 
and tech 
icing and maintenance. 


I am firmly convinced that 


vision is to get off to the kind of 
we would all like, and make the r 
progress which we all expect, 
program of this nature will have to be 
taken on by the entire industry 
Pelevision merchandising, like pro 
gramming, will require every iota ot 
Ingenuity and showmanship which you 
Just imagine, for 
ple, haphazard thinking by a 


he permits a crowd to jan 


can give it. eXan 


dealet 
1 

whereby 

| 


: P 
nis st by television 


store to see a fight 
as contrasted with the handling o! 
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the same situation by an alert dealer. 

The latter makes an inexpensive 
mailing to his best prospects, stating 
that he will be pleased to reserve a 
seat for them at the store or television 
room the night of a fight from the 
Garden. Certainly many people will 
call up, appreciative of this considera- 
tion, and his seats can be booked solid, 
not for one night but for the same 
night for many weeks in advance. In- 
telligent sales follow-up after this 
demonstration will result in a high 
ratio of sales. 

A comprehensive presentation on 
all phases of television selling, promo- 
tion, exploitation, and publicity is be- 
ing prepared for dealer use. Dealers 
everywhere are enthusiastic about 
television because it represents a high 
unit of sale. Adequate margin to en- 
able the dealer to fully merchandise 
and promote television receivers is 
receiving important consideration in 
our planning. 

We expect distributors and dealers 
to be fully prepared with qualified, 
well trained manpower to sell outside 
as well as inside the store. Now 1s 
the time for every sales organization 
to review and polish up on selling 
fundamentals. 

Men returning from war-time as 
signments, plus new sales personnel, 
will particularly appreciate such in- 
formation available as sales 
courses on the fundamentals of selling. 

The Department of Distributive 
-ducation in your own state sponsors 


basic 


such training programs, as do leading 
utilities and other groups. Based on 
the important lessons learned from 
war-time use of training film, we, as 
manufacturers, propose to use special 
film for sales training wherever prac- 
tical, 

In this connection, I think you 
might be interested in a brief sum- 
mary of our pre-war television sales 
xperience in the Newburgh and New 
York markets. Distributors as well 
is dealers are receptive to television 
nd only require close coordination 
vith the factory to aggressively sup 
port the specialized type of sales ac 
ivity necessary on television. Those 
lealers who treated television as over 
the-counter retail were 
he least successful in getting dollar 
olume. 


merchandise 


l‘ield reaction proved the necessity 
of quoting list price separate and dis- 
tinct from cost of antenna and in- 


March, 


stallation. Installation cost may vary 
considerably, depending on location 
and type of building, AC or DC pow 
er supply, etc. The only logical an 
swer to this problem is to have a sur- 
vey made on the customers’ premises 
and quote separately on this cost 
Consumers did not object to the 
$395 price when proper sales presen 
The factors most 
important in the closing of sales were: 
» good demonstration ot the 


tation was made. 


set while a good program was on 
the air.” 

2. “A summation of 
available to the set owner.” 

3. “An explanation of the quality 
of the radio contained in a television 
receiver.” 

4. “Price,” and a convenient 

5. “Time payment plan.” 

When we look back at the difficult 
merchandising problems of the early 


programs 


days of television and compare them 
with the favorable status of today, we 
can say that the dealer who 1s pre 
pared to aggressively merchandise 
television is indeed fortunate because 
of the opportunity it presents. 

In conclusion, the customer can be 
convinced that television is ready now, 
in black and white, for his family’s 
enjoyment. With an increase in tele 


Vision programs to twenty-eight hours 
per week aiter July 1 of this year, the 
customer is assured hours ot 
high 


family. 


many 
calibre programs for all the 

He can be shown that a television 
receiver with radio will cost slightly 
more than a good radio-phonograph 
We that many 
people want a big picture. Projection 


combination know 
television, with screens approximately 
full newspaper size and de luxe radio 
teatures will also be available. 
Receivers will be available, we be 
lieve, from under $200 and upwards 
A deferred payment program will en 
able all wish to own television 
to budget for sam 


who 
Installation, serv 
ice and maintenance is being provided 

We realize that 
distributors and dealers is directly re 


the success of our 


lated to our ‘There 


fore, we intend to see that we deliver 


own progress 
a product in television which dealers 
will want to sell in volume and which 
owners will be proud to demonstrate 


to their friends 

Vice preside nt } charge f llome 
Instrument Department RCA Victor Di 
mnsion-ladio Corporation of America. Ea 
erpts from an address before the American 
lelevision Societ 





Interesting news events can be seen as well as heard when the television camera gets 
into action. Here it puts the spotlight on General Eisenhower as he places a wreath 
at the Lincoln Memorial. NBC photo. 
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Not The First Post-War BUT 
Should See Electrical Sales 


Strikes are pushing the beginning of the first post-war year of the electrical 


and other industries back to an unpredictable date. This forecast, originally 


projected for 


1946, 


is extremely 


valuable for post-strikes 


planning 





ANY previews ol the post 

war world of business have 

been paraded before the elec 

trical wholesaler and his salesman. 
Some glow with the rosy flush ot 
the optimist—others are the well 
intentioned “guestimates” of the un 
informed——-a few are well founded 
and backed by authoritative source. 
\mong those views of the coming 
economic era which the electrical in 
dustry can study with assurance 
that the estimates are based on the 
judgments of experienced business 
men working with almost unlimited 
facilities are the reports of the Com- 
mittee for Economic Development. 
In “American Industry Looks 

\ head,” the most recent report from 
the marketing committee of CED, 
the experts see a 15.8 percent in- 
crease in the amount of electrical 
wiring devices and supplies that will 
be sold in the first full year of post 
war production, compared with the 
last peacetime year, 1939. They es 
timate the volume of appliances to 
be sold in that year will be 67.7 
1939 level, and 


radios, phono- 


percent above the 
that the sales of 
graphs and radio tubes will have in 
creased 81.2 percent 
See Few Reconversion Problems 

looking at the segment of indus 
try that will produce all this elec- 
trical equipment and materials—the 
electrical manutfacturers—the CED 
committee savs: 

“Many of the companies in this 
group have little or no reconversion 


80 


problem, for they largely have been 
making the same products as before 
the war. Other companies have been 
making large quantities of war 
goods and face a serious problem of 
reconversion. [ven so, the industry 
says that it has no substantial re- 
conversion problem. . . . 

“Some new products and many 
improvements are expected. Elec- 
tronics and television promise to be 
productive fields, but what volume 
will be added in some of the indus- 
tries in this group is unknown now. 

“There is generally comparatively 
little surplus of Government-owned 
goods and their disposal will have 
no serious effect on this industry. In 
some parts of the field, however, 
such as the radio segment, it is felt 
that unless an orderly disposition is 
made of the surpluses, the results 
will be serious. The industry thinks 
that the plants and equipment owned 
by the Government should be sold 
or leased to private industry. 

“Cancellation of contracts may be 
disastrous unless accompanied by 
prompt settlement . no bad effect 
is anticipated 1f this is well handled. 

“Accumulated demand is sizable 
and very important and will be both 
stimulating and _ beneficial. It is 
thought that the demand will require 
about 2 years or more to be met.” 

View of General Business 

In the complete report, viewing 
\merican business as a whole, the 
group of marketing experts indicate 
that manufacturers plan to produce 
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41.6 percent more goods in the first 
post-war year than the output oi 
1939. These figures indicate that 
the value of goods manufactured in 
this country will be $80,518,000,00: 
compared with an actual production 
of $56,843,000,000 in 1939, bot! 
figures being at the 1939 price level 

T. G. MacGowan, chairman of 
the CED Marketing Committee, su 
pervised the study, assisted by more 
than 50 of the nation’s leading mar 
keting specialists. Estimates were 
obtained from 1406 individual manu 
facturers and from 158 trade asso 
ciations with more than 20,000 
members. The report required mor: 
than 18 months of intensive study 

While making it plain that the 
study is not a prediction of total na 
tional employment in the first full 
year after V-J Day, Mr. MacGowan 
said that in 1939 we needed 10,078, 
O00 workers to produce the 80 bil 
lion dollars worth of goods manu 
factured in that year. Allowing fot 
increased efficiency and other fac 
tors, we shall require 13,469,00 
workers to produce the 80 billio: 
dollars worth of manufactures 1 
the first full year of production. Ii 
1939 ratios of manufacturing em 
ployment to total employment hol 
good, the total number of employe 
civilians for this first productiv: 
year may be about 53,448,000, h 
added. 

The actual figures showing th 
value of the nation’s manufacturs 
in 1939, also estimates of employe: 


March, 194¢ 





The First Post-Strikes Year 
Soar to 67% More Than 1939 











How the Electrical Industry Estimates Markets 
in the First Post-War Year 
Value 
of Manufactures % increase 
at the 1939 Price Level Estimated 
(Millions of Dollars) — First Post- 
Estimated First War Year 
1939 Post-War Year Over 1939 
ind trade associations as to the Wiring devices and supplies $ 694.3 $ 137.5 45.8% 
alue of production in the first full Carbon products for the electrical industry, 
MS ea and manufactures of carbon or artificial 
production year are qnghite 18.4 278 51.1 
Electrical measuring instruments 41.8 56.3 34.7 
Generating, distribution, and industrial ap- 
paratus, and apparatus for incorporation in 
Value of Manufactures manufactured products, not elsewhere classi- 
in Millions of Dollars fied 470.5 787.3 67.3 
1946 Per Electrical appliances 145.7 244.4 67.7 
(First Post- Cent Insulated wire and cable 120.4 168.0 39.5 
war Year) Increase Automotive electrical equipment 109.8 145.3 32.3 
Type of (at 1939 1946 Over Electric lamps 84.8 123.2 45.3 
Industry 1939 Price Level) 1939 Radios, radio tubes, and phonographs 275.9 499.9 81.2 
Communication equipment 191.3 275.7 44.| 
Non-durable Batteries, storage and primary (dry and wet) 117.6 151.5 28.8 
goods ...$32,773.3 $44,458.2 35.7 X-ray and therapeutic apparatus and elec- 

Durable tronic tubes 17.9 26.7 49.2 
goods . 22,906.7 34,426.5 50.3 Electrical products not elsewhere classified 39.0 54.7 40.3 
Miscellaneous 1,163.0 1,630.3 40.2 = 

a . aa Total electrical machinery $1,727.4 $2,698.3 56.2% 
Total $56,843.0 $80,515.0 41.6 
“We should bear in mind _ that 
these goods will not sell them- 
selves,” MacGowan said. 


“That is why it is so important to 
lan now not only for production 
it also for expanded postwar mer- 
ehandising and distribution. This 
lanning should be done at the grass 
its, community by community, 
ployer by employer,” he added. 
Selling Plans Are Needed 
Vointing out that the nation must 
epare suitable merchandising plans 
w so that this peace-time record 
itput of goods can be consumed, 
CED report says that post-war 
ars will be divided into three pe- 


] 


Che first is the transitional period 
which industry reconverts its pro- 
uctive facilities into peacetime uses 











the period we are now mn. 

In the second period, industry will 
seek to catch up with accumulated 
demand for goods scarce or unob 
tainable during the war. 

The final period is one involving 
a shift to a self-sustaining basis and 
during which jobs will depend on 
current demand and current income 

Commenting on the urgency for 
bold planning to clear the way fo1 
high level, productive employment 
during these periods, the CED r 
port says: 

“Tt is the view of many econo 
mists that the third period is ba- 
sically the one fraught with the 
greatest danger to our economy and 


its institutions. But the second pe 
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riod is of more immediate moment, 
because its dangers and problems 
are nearer at hand. It is important, 
not only for its own sake but be 
cause it is essential that during this 
period we prepare to cope with the 
problems of the period to follow. If 
we fail in this second period to es- 
tablish and maintain a very high 
level of productive employment, we 
shall be off to a bad start indeed so 
far as maintenance of employment 
in the basically more difficult third 
period is concerned.” 


:xcerpts from a report, prepared by 
the Marketing Commitiee of the Com- 
mittee for Economic Development. T. G. 
VacGowan, Chairman. 


$1 









You'll Sell More Adequate Wiring 
lf Your Dealers and Contractors 





Every salesman can help himself make more sales by helping the dealers to 


sell the public on kitchen planning as the basis 


of new and modernized housing 





“‘ \LESMIEN who intend to cash 


in on the huge pent-up demand 
h that exists today for major 
kitchen apphances can do no better 
for themselves than get their string 


of apphance dealers lined up tor using 


currently available material as the 
vehicle tor selling kitchen equipment 
Whateve else the Wal 


post Wal 


me and 


avalanche of surveys and 
polls have proved, they have removed 
any lingering doubts that Americans 


want better homes. They want homes 
with more beauty, comfort and utility 
There seems to be little doubt that a 
million new homgs will be built an 
nually when conditions permit, and 
that a predicted three to tour million 
will be remodeled 
Whether or not that 


reached, certainly there will be enough 


volume 1s 


business te salesman and 


give every 


dealer a few vears of highly satisfac 


tory business 


Phat national wave of re-housing 


will differ in many ways from past 


home-building spurts. The demand is 
based not only on a known dwelling 
shortage, but 1s generated by a desire 
tor homes incorporating the publi 
cized new materials and products. In 
dustrial research has turned its atten 
tion to housing, and manutacturers ot 
Inulding materials and apphances will 
and builders to offer 


jon architects 


the nation homes with new products 
integrated into designs 

Industrial designers have said that 
in the past builders tailed to present 
homes 


as complete operating “pack 


ages, ready to move into. They point 
out that built 


sold as such a functioning “package.” 


the automobile 1s and 
Marketing authorities say that women 
buy on demonstrated ‘“‘use-value,”” and 
that they 


mel s 


are not tempted by drafts 


sketches of bare rooms; they 
want to see products ready to use. 


Women have 


“artist's dream” 


shown indifterence to 


wartime designs that 


This kitchen is equipped with glass-enclosed, streamlined cabinets, refrigerator, electric 


range and other basi¢ 


Crosley photo. 




















appliances, forming a wel balanced, harmosious arrangement. 





show gadgets popping out of walls 
glass and plastic mirages have beet 
Mrs. 


not want a revolution in home design 


met with smiles. \merica does 


rather, she seeks improvements 
changes that are evolutionary. 

\t the moment 
} 


hy considerable contusion as to Just 


she is surrounde 
what new designs and technical 1m 
provements she can expect. She likes 
the idea of a complete home with 
matched equipment, whether new, o1 
She has 
shown a tremendous interest in 
plete kitchens,” 
gineered ” into the room. 


a remodel of her old home. 
“com 


with appliances “en 


Merchandise “Package” Ensembles 


Because all-electric kitchens art 
recognized as the spearhead of post 
war electric appliance merchandising, 
they will be made available as com 
plete “packages” through department 
and furniture stores. Women will be 
able to see and operate new automat 
equipment in store operating displays 
and appli 
ance dealers will cooperate with archi 


Distributor’s salesmen 
tects and builders to display and dem 
onstrate complete kitchens for home 
building prospects, and they will have 
kitchen re 

While all 


not be in 


which 
handled. 
modern appliances may 
stalled at one time in all cases, ulti 


arrangements by 
modeling can be 


mate complete kitchens will be the 
aim, and single appliance sales’ will 
become part of complete kitchens 
later. The complete kitchen and hom 
laundry sales approach will becom 
the standard appliance merchandising 
stores 


technique for large and sp 


cialized dealers. 
Show Dealers How to Plan a Kitchen 
he procedure for kitchen plan 


ning, whether for a new home or 101 

















ectric Kitchens Loo 
Modernization of Homes 


es 


In this model kitchen at the Lewis & Conger store, New York City, fluorescent lamps are mounted on a 11'x16' ceiling over the work 
areas of this kitchen rather than in the center of the room. Recessed fluorescent units are mounted below the Cox all-steel kitchen 
cabinets to give extra light on the working plane when desired. Sylvania fixtures and photo. 


dernization of the old home, should 
considered in three phases 
1) ‘lhe needs 


mount of 


size of family and 
also the 
want the 


entertamming 


ount of money the, 


tchen to COST., 
2) Their tastes the kitchen 
uld retlect personality Let taste 
tate the colors, curtains and per 


nal touches. 
3) Basic follow 
ese four simple rules established by 


arrangement 


tchen experts : 
a) Include counter-tops or work- 
¢ surfaces beside the sink, the 
nge, and the refrigerator. 
b) Place the between the 
ge and refrigerator fot 


sink 


maximum 


livemence 


(c) Include a food-mixing center, 
beside the refrigerator preferably, O1 
beside the range. 

(d) foods 
nearest the 


store and ¢ pment 


they are used 


place 
possible 


within arm’s reach whenevet 
A modern — kitchen 


should — |e 
planned by “work-centers.” ‘Their lo 
cation and function is to save steps 
and work by keeping utensils, food 
and equipment grouped in three main 
divisions: storage, cooking and dish 
The storage 
should be 


through which supplies are 


and mixing 


washing. 


center nearest the door 


brought 
he cooking center should be placed 
near the entrance to the dining room 
nook \s with other cen 


i storage 


or eating 


ters compartments tor uten 
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sls and supplies should be nearby 


he dishwashing center, leaturing the 
electric sink with electric garbage dis 
posal and 


automat dishwasher, 


should be between the othe two 
mayor centers. 

In addition to these three main 
centers, many kitchens will include 
clean-up centers,” including a stor 
age place tor brooms, mops, and 


\nother 


“secretary 


cleaning appliances modern 
will be a 
desk, 


touch center,” 


having a files, telephone and 
other housekeeping conveniences, not 


to forget a radio. Many kitchens will 
include dining space, although there 


wide difference of opinion on the 


future of the dining room. 
ooms adjacent to the 


$3 
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There are lots of jobs which require a unit built primarily 
for eye comfort and the “Forty-Sixty” is the unit to help 


you get your share of this business. 





Go after this business... sell school room, drafting 
room and ofhce installations. The "Forty-Sixty”’ has all 
the selling features necessary to build up volume sales 
Here are a few high lights on the features of the " Forty- 


Sixty’ (Catalog No. 4060). This unit has a low fixture 


brightness it directs approximately 40% of its light 
upward and 60% downward... .1t's made of Alzak 


Aluminum all metal with resultant low maintenance 
cost. The ‘'Forty-Sixty”’ 1s ideal for use in individual 
or continuous line installation 


Complete technical data and details are yours for 





the asking ... Ask today and sell this profit- 


able business tomorrow! 
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kitchen will be popular. Such rooms 
will include storage space for canned 
goods, the home freezer, and bins for 
dried vegetables, as well as ventilated 
fruit storage bins. 

A word of caution to all 
plan to build or remodel in post- 
war: watch your wiring. Adequate 
wiring is most important for good 
performance of all appliances. A 
good procedure is to install three- 
wire service, whether your immedi- 
ate plans include an electric range 
or not. Adequate wiring is easily 
and cheaply installed at the time 
of construction; but is troublesome 
later. 


who 


Financing Kitchens 


Complete kitchen and home laun- 
dries can be financed in several man- 
ners. The regular dealers should be 
enabled to have convenient terms for 
moderate periods of time ranging up 
to three Kitchen remodeling 
might be put into the real estate mort 
Such additions to present mort 
gages need not increase the monthly 
payments in since thi 
valuation of the property is usually 
enhanced than enough to as 
sume the additional loan. 


Some dealers frown on including 


years. 
age. 


ga 


many states, 


more 


appliances and furnishings on home 


Their objections are 
the the 


long-term arrangements resulting in 


mortgages. 
based on disadvantages of 
the large amount of interest ultimatel\ 
paid on the appliances when they arc 
carried on 10 or.20 year mortgages 
However, and loan 
group plans, as well as loans under 
l’. H. A, regulations, permit inclusion 
of most household appliances as part 


several savings 


of the real estate in a majority pf 
states. Where long term financing is 
planned, care should be 
avoid conflict 
mortgage laws. 
The amount to prudently invest for 
this type of improvement has been 
irbitrarily set at 10 percent of the 


exercised to 


with existing state 


aluation of a single family dwelling. 
This includes sink and cabinets that 
vould be included in 
therwise unfurnished. 


new homes 

For example, for investment pur- 
poses, in remodeling a $5,000 home, 
the equipment that could be wisely 
nstalled would be a standard electric 
refrigerator and range at $140 each; 
a cabinet sink $70; three base cab- 
inets and three wall cabinets at $20 
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each, for a total of $470. All prices 
are retail list, based on 1942 prices, 
which should not greatly differ from 
post-war prices. The equipment 
gested may not be the lowest 
available, but should be 
quality, nationally 
dise. 


sug 
cost 
standard 


known merchan- 


Monthly Payments 


lo finance an installation such as 
the above: Suppose the owner paid in 
24 payments, the monthly 
would be $19.74 with $47 or 10 pet 
cent paid down at time of purchase 
\ 30 or 36 month plan would reduce 


payment 


the monthly payments proportionally 











ion electric kitchen, complete home 
aundry, and a snack bar separating 


— > 


the two for a total approximating 
$1,000 
Such highly functional arrange 


ments will add greatly to livability 
and the total 
with the property 


homes of valuations above $7,500 the 


investment is in line 


evaluation In 


complete kitchen investment can pru 


dently include an automatic dish 


washer and garbage disposal in an 
cabinet-sink.”” This 
| 


saving combination retails tor approx 


“electric work 


imately $350 


‘e 2 + $ ‘ 
Electric utility companies in many 


a one cent 


areas have per kwh. charge 





A well designed kitchen is the housewife’s delight not only for the convenience it pro- 
vides in speeding up work but because it is pleasing to the eye and creates a pleasant 


working atmosphere. Frigidaire photo. 


it to his 
should see 


If an owner wanted to add 


house mortgage, he his 
lending agency concerning re-writing 
his loan, or other steps to meet dea! 
er’s terms and state regulations. 

The cost of equipment for an av 
erage complete home laundry would 
total around $400, figuring the washer 
(conventional) at $80, the table-top 
ironer at $100, an electric dryer at 
$140, and two base cabinets and two 
wall cabinets at $20 each. 

Apartments that rent for $50 per 
month, or homes valued at $5,000 
with large kitchens popular in mil- 
lions of dwellings built before 1924, 
can be remodeled to make the kitchen 
a “triple-duty room’”—with combina 








‘lectricity wate! 


clothes 


ror ¢ 1O1 


automatic 


heating. Because new type 


washers, as well as automatic electric 
dishwashers, require ample supplies 


of properly controlled temperature 
water, the table-top cabinet automati 
storage electric water heaters are be 
ing planned into many modernization 
of hot 


projects \ constant supply 


water is essential in any home using 


automatic washing equipment 


This review of sales possibilities for 
modernized kitchens and constructive sug 
yestions for more effectively cashing in 
on them, was supplied by the Edison 


General Electric Appliance Co., Chicago 
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Watch Those Jovial New Customers 
For One Out of Six Will Fold Up 





In this post-war period already more 
and 


entered the business than can possibly 


electrical dealers contractors have 
exist, and still more are coming in every 
day. Salesmen will need to develop the 
views and sixth sense of an expert credit 
man to avoid disastrous losses 

Every dollar's worth of sales made to 
an account that afterwards 
and has to be 


twenty dollars’ worth of collectible and 


goes sour. 


charged off, demands 


profitable sales before the salesman and 


"the house’ have made up the loss. 











ile process ot change 11} thre 


business community 1s constantly 


bringing into existence new firms 


and closing the doors of others. This 
turnover has always’ been high, 
though variations in the rates have 


occurred as conditions changed from 
vear to vear. 

Precise information on the nature 
and extent of these important changes 
has been sparse until fairly recently 
Data now compiled by the Bureau of 
and 


Domestic Commerce 


the 


l‘oreign 


provide a basis for continuing 


study of the character and incidence 
of business mortality and of the re 
sulting changes within the business 


community, 


First-Year Failures High 
Particular interest at this time at 
among newly 
With the war's 
end, accompanied by a decline of wat 


plovment 


taches to mortality 


established businesses 


time en and the release of 


: +] ‘eo 
men trom the armed torces, there ha 
_— rked movement rd tl 
been a marked movement toward thre 


accelerated 


establishment of new businesses 


trend will undoubtedly be 


in the months ahead 
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(OL we who have recently passed 
throug separation centers, about 1 
out of every 25 said he intended to 


If this is 
the remainder of the 
100.000 vet 


vo mto his own busiiess 
representative ot 

xf 
roughly 


men mm untlorm, 


erans are thinking of entering busi 


ness upon leaving the armed forces 
\n equal number ¢ former wat 
workers going into business would 


the business population — fai 
above prewar levels. 
The factual that 


now become available on the severity 


SW ell 


information has 
of the struggle facing new firms holds 
interest not only for those already in 
but individuals 
thinking about entering the business 
community. It should be a matter ot 
concern to prospective businessmen, 


business also. for 


CHART 1 


New and Discontinued Businesses as Percentage of Number 
Operating at Beginning of Year 





PERCENT 
25 
Kd NEW 
BM oiscontinueo 
20 F- 
iS 
10 + 
5 _ 
0 











1941 


which this 


Data from 


Source 
Insurance, Social Security Board. 











Oo 0. 45-684 


chart was prepared include firms without employees 


U. S. Department of Commerce based upon data from the Bureau of Old-Age and Survivors 


ELECTRICAL WHOLESALING—March, 1946 











































That Are Easiest To Sell— 


Within One Year “From the Bell’ 


By Donald W. Paden* 





for example, to know that about one 
in every six firms that opened for 
1944 
within the first 1 his 
double that for all firms—occurred at 
a time when the over-all rate of dis 
continuances was approximately half 
e prewar level. 


business in closed their doors 


vear. rate 


More significantly, there were wide 
spread variations in first-year mor 





tality rates among industries—point 


ing to the economic character of 
business enterprises and the problems 
associated with operations in particu 
lar fields as matters of special moment 
in the life-expectancy of 


new con 


cerns. This offers a field for more de 
tailed study than presently availabl 
data permit. 

The article 


present presents an 


CHART 2 


Percentage of Firms Established in 1944 Which Discontinued 
Business Within One Year 


INDUSTRY 


PERCENT 
10 15 20 25 





4 


ALL INDUSTRIES 


WHOLESALE TRADE 


FINANCE, INSURANCE, 
AND REAL ESTATE 


MANUFACTURING 


TRANSPORTATION, 
COMMUNICATION, AND 
PUBLIC UTILITIES 


CONTRACT CONSTRUCTION 


SERVICE INDUSTRIES 


RETAIL TRADE 





Lf | T 











0.0. 45-775 


Data from which this chart was prepared do not include firms without employees. The number of 
firms which discontinued business during the fourth quarter of 1945 is estimated. 


Source: U. S. Department of Commerce, based upon data from the Bureau of Old-Age and Sur- 


vivors Insurance’ Social Security Board. 
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analysis of information which recently 
became available from Social Security 
records on the interrelated 


fF) 


firms newly established and (2) the 


Board 
questions of mortality. among 
life span of all discontinuing bust 
the data are on busi 


1944, 


should be interpreted in the light of 


since 


HNesses 


discontinuances 1n the 


HCSS 


period to which 


the unusual they 


refer 


New Data Measure Life Span 


Chart | presents background data 
on business turn-over in the 
1940 through 1944. It 
that in 1944 discontinuances were ab 


years 
can be seen 


normally low. This unusual rate of 


mortality among business enterprises 
can be attributed to a variety ot 
causes: The war-time dearth of new 
enterprises from whose ranks a heavy 
would 


proportion of discontinuances 


ordinarily come: the favorable cir 


cumstances under which new firms 
have more recently opened ; and final 
importantly, the high 


lv and most 


level of economic activity which has 
provided both new and old firms with 
excellent markets 

The figures on business discontinu 
ances discussed in this article refer to 
all concerns which go out of business 

they do not, however, include en 
terprises which for one reason or an 


other are sold 


to successors and re 
main in operation. Thus, the mortality 
rates in table 1 are influenced by such 


diverse causes of discontinuance as 


business failure, death or retirement 
of proprietors, the operation of selec 
tive service, and by proprietors lea 
ing business to take jobs in industry 
The slackening of the rate of induc 
tion into the armed forces, for exam 


ple may partially account for the drop 
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in mortality among business concerns 
between 1943 and 1944 

During the war the problems con 
fronting business concerns were of a 
those character- 


Whil 


customers, 


different nature from 


istically found in peacetime. 


here was no dearth of 
scarcity. of materials, merchandise 
ind employees was of paramount con 
ern 

l'nder these circumstances it 1s ob 
ious that the rates pres¢ nted must be 
used as indicators of current rather 
conditions. ‘The inet 
difficulties, 


from indus 


long-run 


than 


dence of the wartime 
] 


moreover, varied widely 


try to industry so that the first year 


during the period 


> 
] 


undoubted], 


mortality rates 


ahead will depart to 


1 
} 


some extent from the experience of 


the war vears 
First Year Mortality 


lable 2 and chart 2 present data on 
the rate of discontinuance of firms 
one year old or less, exclusive of firms 
with no employees. Since mortality 
among very small concerns is gener- 
ally higher than for larger businesses 
(see table 3), the omission of firms 
without employees should be kept in 
mind in interpreting the following in 
formation on age of concern. Almost 
half the businesses in the country do 
not hire employees. 

Of the concerns with employees 
which started business in 1944, 
roughly 16 percent were closed by 
the end of the year. For specific 


lines of business, variations in the 


rates range from 4 to 39 percent. 
These first-year discontinuance 
rates were being realized, more- 
over, at a time when the over-all 
rate, shown in table 1, was much 
below prewar levels. 

l‘irst yeal busi 


ness concerns classed in chart 2 was 


mortality among 


most severe in retail trade and the 


service industries The with 


} 


ease 


which some types of enterprises can 
be established in these 


haracterized in the smaller 


tields—fre 
quently c¢ 
firms by meager capital resources, un 
difficulties in 
and dependence upon 
undoubtedly con- 
tribute to the high rates in these fields. 


certain sales prospects, 
securing credit, 
a sole proprietor 

The relative instability of small 
3 for a war 
The data pre- 
sented refer to all discontinuances in 
1940 and 1944, including first year 


casualties. In 


firms is shown in table 


and a peacetime year. 


both cases discontinu- 


ance rates for small firms were several 


times the figure for the largest enter- 


prises. In lines of business dominated 


by small concerns the influence of 


ieration mortality 


this consi 


upon 


1 
rates 18 ODV1IOUS 


Varies Widely by Lines of Business 


trade, over one-third ot 
filling 


In retail 


the new stations as well as 
more than one-third of the eating and 
drinking places were casualties within 
the first year. Part of the reason for 
the high rates is undoubtedly due to 
businesses, one 


is small size. 


the nature of these 


characteristic of which 





1945 3,007,500 


Figures include concerns without employees. 


vivors Insurance, Social Security Board. 





TABLE 1—Estimated Number of Operating Business Firms, 
New Businesses, Discontinued Businesses, and 
Business Transfers, 1939-44 


Total 
number of 
firms at N 
hie ew businesses 

beginning sean 
Year of period Number _ off total 
1940 3,307,400 431,200 13.1 
1941 3,304,200 516,900 15.6 
1942 3,341,000 408,300 12.2 
1943 3,071,300 163,400 5.3 
1944 2,839,900 340,200 12.0 


4Firms in which there has been a change of ownership 


Source: U. S. Department of Commerce, based on data from Bureau of Old-Age and Sur- 


Business dis- Business 
continuances transfers 
Percent Percent 
Number of total Number of total 
434,400 13.1 240,500 72 
480,100 145 320,200 9.7 
678,000 20.3 291,600 8.7 
394,800 12.9 249,500 8.1 
172,400 6.1 171,700 6.0 











TABLE 2—Percent of 1944 
Firms Discontinuing Busi- 
ness Within One Year' 


ALL INDUSTRIES 16.1 
Mining and quarrying 23.7 
Metal and coal mining 30.0 
Crude petroleum and natural 
gas production 14.6 
Nonmetallic mining and quar- 
rying 31.4 
Contract construction 14.9 
Manufacturing 12.1 


Food and kindred products.. 15.0 
Leather, apparel, and textiles 4.3 


Lumber and furniture 18.3 
Paper and printing 10.7 
Chemicals, petroleum, and 
rubber 10.8 
Stone, clay and glass 9.8 
Iron and steel 11.5 
Automobiles and transporta- 
tion equipment 9.6 
Nonferrous metals 7.6 
Machinery (including electri- 
cal) 14.6 
Miscellaneous [including to- 
bacco) 7.6 
Transportation, communication, 
and public utilities 13.5 
Wholesale trade 5.8 
Retail trade 21.7 
General merchandise 11.7 
Food and liquor stores 14.2 
Grocery, with and without 
meat 15.1 
Meat and seafood 27 
Other food and_ liquor 
stores 13.1 
Automotive 14.4 
Automobile dealers (new 
and used) 17.0 
Other automotive 8.7 
Apparel , 9.6 
Apparel and accessories 9.8 
Shoes 7.6 
Eating and drinking places.. 37.2 
Filling stations ; 39.2 
Other retail trade 11.0 
Home furnishings 5.2 
Appliances and radio 9.8 
Drugs ; 17.1 
Hardware and farm imple- 
ments 5.4 


Miscellaneous retail trade. 12.7 


Finance, insurance, and real 
estate 7.1 
Service industries 15.9 
Hotels 20.7 
Personal service 16.3 

Laundries, cleaning and 


dyeing, and repair shops 16.5 
Barber and beauty shops. 19.8 


Other personal services 10.5 
Business services 6.9 
Automobile repair 14.6 
Miscellaneous repair 12.5 
Amusements 29.9 


Does not include firms without employees 


Source: U. S. Department of Commerce 
based on data from Bureau of Old-Age 
and Survivors Insurance, Social Security 
Board. 
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Ninety-five percent of the filling 
stations and 81 percent of the eating 
and drinking places before the war 
either had fewer than four or no em- 
ployees at all. Since filling stations 
and eating and drinking places ac- 
count for approximately one-third of 
all firms in retail trade, the influence 
of these lines of business upon the 
over-all mortality rate for retail trade 
is substantial. 

Food and liquor stores, accounting 
for another one-third of retail trade, 
had a relatively low mortality rate 
with only about 14 out of every 100 
firms discontinuing the first year. The 
initial wartime reduction in numbers 
of firms which eliminated many of 
the weaker enterprises and a sales vol- 
ume larger than before the war ap- 
parently more than offset the difficul- 
ties associated with rationing and 
scarcity of employees. Previous 
studies would lead one to expect that 

















Watch them closely here... 


when conditions return to normal, a 
much larger rate will become evident, 
particularly since 93 percent of the 
stores in this group had fewer than 
four employees in 1939. 

Wholesale trade, on the other hand, 
experienced very few first-year cas- 
ualties. Other studies have indicated 
that this was true even before the war. 

Within manufacturing the highest 
first year mortality was experienced 
among lumber and furniture concerns. 
Most of the firms in the lumber and 
furniture group are engaged in lum- 
bering activities. Thus, the instability 

f new firms may be attributed in part 
the labor shortages which have 
been particularly acute in lumbering 
luring the war period, and also to the 
liscontinuance of enterprises tempo- 
irily established in response to war- 
me demands for the logging of par- 
ular areas. 

Although the percentage of firms 

hich discontinue business in all in- 
lustry groups undoubtedly declines 
iter the first year, previous studies 
iave indicated that mortality remains 





TABLE 3—Discontinued Busi- 
nesses as a Percentage 
of Number of Firms 
Operating at Begin- 
ning of Year 


1940 1944 

All industries. 13.0 6.1 
No employees 11.2 8.6 

| to 3 employees 17.8 5.4 


4 to 7 employees 9.6 2.6 
8 to 19 employees 6.3 3.4 
20 to 49 employees 7.6 ra 
50 or more employees 3.6 2.5 


Source: U. S. Department of Commerce, 
based on data from Bureau of Old-Age 
and Survivors Insurance, Social Security 
Board. 











relatively high for a number of years 
after the establishment of the firm. 
Comparable mortality rates for con 
cerns in their second, third, and later 
years could not be obtained, however, 
for the present study. 


Age of Discontinued Concern 

Table 4 presents data on the age 
of all firms closed during the latter 
part of 1944. Roughly, one-third of 
the discontinuances were | year old or 
less, half had been in business 2 years 
or less, and two-thirds failed to sur 
vive to the end of the fourth year. 

Industry differences, moreover, 


were not pronounced. Although in 


manufacturing, in the transportation 
communication-public utility group, 
in construction, and in mining the 
percentage of discontinuances in the 
1 and 2 year old groups appears high, 
the figures are probably to be ex- 
plained by the opening of special-pur 
pose industrial facilities and by the 
working of marginal mines’ whicl 
were not meant to be permanent es 
tablishments. 

Over a period of the next few 
years, the proportion of discontin- 
uances at ages 1, 2, and 3 years 
will probably increase markedly, 
largely as a result of the growing 
number of new firms now being 
established. Although death, re- 
tirement, and failure will continue 
to account for a substantial num- 
ber of discontinuances among older 
concerns, the great bulk of the cas- 
ualties will undoubtedly occur 
among newcomers in the field. 











...OR this is what will happen. 


*Member, Business Statistics Untt; Divi- 
sion of Research and Statistics; Bureau of 
Foreign and Domestic Commerce. “Survey 
of Current Business.” 





Contract 
Age of discontinued All in- con- 
firms {in years) dustries struction 
i or Me ........ Bee 29.9 
2 or less. 48.3 45.7 
3 or less. 57.5 54.4 
4 or less.. 65.2 62.4 
5 or less.. 70.5 68.3 
6 or less 74.5 73.9 
Over 6... 100.0 100.0 
Number of discon- 
tinued firms 19,300 2,200 


Survivors Insurance, Social Security Board 





TABLE 4—Percent of Fourth Quarter 1944 Discontinuances 
by Date of Establishment and Industry 


Cumulative percentage distributions 


Manu- Wholesale Retail Service in- 
facturing trade trade dustries 
35.9 21.0 32.9 31.1 
56.0 37.6 49.1 51.6 
64.1 46.5 58.7 60.1 
70.5 51.3 66.7 69.1 
74.3 55.5 72.5 73.6 
75.9 62.5 76.2 76.7 
100.0 100.0 100.0 100.0 
2,300 1,000 6,800 3,800 


The figures in this table do not include firms without employees. 


Source: U. S. Department of Commerce based on data from the Bureau of Old-Age and 
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By Wedge Weber* 








Y MEANS of ultraviolet ray 
lamps, the air in rooms, or in 
special working areas, mav_ be 
thoroughly sanitized. In fact, it has 


long been established and proved that 
air-borne and surface bacteria and 
molds can be satisfactorily controlled 


by the rays of these lamps 

Although since the end of the wat 
these special lamps are being manu 
factured in liberal quantities by lead 
ing manufacturers, the distributor is 
still faced with the problem of dete 
held or fields 


productive in 


mining the which wil 


be most Since 


sale S 
some fields are more amenable to in 
tensive sales effort than others. it is. 
therefore, desirable to 


tields 


concentrate 


upon those which, because. of 


immediate consumer acceptance, will 


nrocd 1e . 
produce the highest sales volume 
(uy al 


company has sold bactericic 


lamps for many applications — in the 


| 





At the Ambassador Dog and Cat Hospital, Los 
no cross-infections or distemper breaks have appeared in rooms equipped with bac- 
tericidal lamps. 
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With the installation of bactericidal lamps in this pet hospital, Dr. J. E. Wilson of 
West Los Angeles found there were no outbreaks of kennel cough, no distempers, and 


no obnoxious odors. 


meat. baking and milk industries; in 


the soft drink, cheese, brewing and 


cosmetic industries; for employee 


health protection ; for sterilizing uten 
sils: in laboratories: in schools: for 
air conditioning in public buildings, 
In fact, it 


termed a definite kind of profit insur 


theaters, ete is sometimes 


manufe: 


every 


ance for practically 





ingeles, Dr. T. G. Beard reports that 


ELECTRICAL WHOLESALING 


turing, processing and packing 1 
dustry. 

Recently we have begun to develo; 
one particularly interesting field. Th« 
business coming out of this field has 
been largely through word of mout! 
due to the excellent results which th: 
users of the equipment have exp 
rienced. We 
dog and cat hospitals, kennels and pet 


have reference to the 
shops. 

In our territory of southern Cali 
fornia and Arizona, we have built uy 
a verified, active list of 1400 dog and 
cat hospitals. In the case of the dog 
and cat hospital, it is operated in most 
instances by the owner, a D.V.M 
Doctor of Veterinary Medicine, whi 
is the man to talk with. 

In selling him, whether in responsé 
to an inquiry or going in “cold tu 
key,” the salesman will find that ther 
are two points of importance in his 
mind concerning the equipment : 

(1) How will this lamp improv: 
conditions in my hospital, thus addin; 
to the satisfaction of my clients at 
to my ultimate profit ? 

(2) What other hospitals inn 
line are using it, and with what re 
sults ? 
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Show Your Contractors How To Sell 
Bactericidals To Animal Hospitals 


Showing contractors where and _ how to sell bactericidal equipment 


builds in 


addition extra 





They place great emphasis on this 
last question as the profession is a 
very clannisn Very often. the 
D.V.M. will go to the phone and check 


one. 


your statements with the hospital you 
mention. For that reason, a good set 
of thoroughly satisfied users will be 
found of great value in selling this 
particular field. 
What does thi 
offers a bactericidal lamp umit com- 
posed of a fixture to accommodate a 
30-inch lamp. The list price of this 


salesman otter? He 


unit depends upon the type it is and 
in cost will range from $26.00 up- 
d, 
Hith a unit sale of at least $26.00, 
what can the salesman hope for as a 
total order’? This varies widely, of 
course, but it is our expereince that 
ix to eight units per hospital would 
comprise the average order. 

Can a salesman expect any repeat 
usiness? The answer is “yes.” 

Che lamps are warranted by the 
lanufacturer to 


give a_ specified 
leneth of effective life We have 
ind, however, that under normal 


temperature the lamp will operate sat 


isfactorily for more time than is 


romised. 
[he salesman not only profits by 
he initial sale, but by making call- 
s at the proper time, can enjoy a 
very satisfactory from re- 
ping sales. Of these call-hacks, he 
also sell additional units to the 
satisfied customer 
should be that 
“ man should be provided with a 
will test 
of the 


income 


mentioned each 


the ultraviolet 
\ny 


mer may observe the reading on 


which 
lamp skeptical 

meter while the salesman is test 
ng the lamp. 


sales for wiring and control equipment 





Dr. Frank Keneley of Whittier, California, claims that the bactericidal lamps have 
helped reduce cat infections and the spread of kennel coughs. 


What benefits may the veterinarian 
expect from an installation of lamps, 
and what protection is offered his 
“patients”? It has been proved that : 

(1) No cross-infection appears in 
kennel rooms. 

(2) There is absence of distemy e1 
“breaks.” 

(3) An epidemic of kennel cough 
Is prevented 


(4) Obnoxious odors are elim 
inated. 
(3) Wounds, both operative and 


from accidents, heal quicker. 
(6) In many cases, skin diseases 
disappear more rapidly. 
obtaining the 
results a 


l‘or best possible 
should be 
provided with a small lamp unit, car- 
ried in a neat this 
way, the salesman mav demonstrate 


sales salesman 


leather case. In 
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to the D.V.M. how the fixture should 
be installed. The soft, 
from the lamp will illustrate how it 
looks when burning. 

The salesman also should be pro 
vided with an attractive sign, which 
is given gratis to the hospital, kennel, 


blue glow 


or pet shop when the sale has been 
This should 
that extra protection for animals ts 
heing provided through use of ultra 
violet bactericidal lamps throughout 


made. sign announce 


the establishment. 

With results obtained by salesmen 
who have cultivated the dog and cat 
hospital field, the time now seems 
ropitious for extensively exploiting 


1 
! 
it everywhere 


*Manager, sales and service, Pacific Ultra 
Violet Company. 
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sincerely be sales 















han they 


] 





used to say, Let's 


\mi it the rec rd.” Here are the 
turation figures for home appliances 
est \nd they do not indicate the 

re sales potentials for replacements 

rons—S88.9 percent: radios—83.5 

eres I gerators 67.5 percent ; 

n ti vashers—-58.9 percent; toasters—56.] 
l ree cleaners—460.9 percent ; pet 
Cl colat 35.4 percent ; ranges—12.1 
. reel oners—60.0 percent; roast 

‘ ers 5.5 percent water heaters 3.7 


1 nol ‘ 
er time in the end os Same Ws These figures are from the annual 
= | sapien statistical review published in Jan 
es Cre uary 1946 by Electrical Merchandis 
idgment ng. The list is much longer, but 1t 
cal ee than ever be certainly shows enormous sales poten 
ore, e need teamwork ind ( lals sed on more than 29 million 
vill certainly need the experience and — wired homes and farms. And again, 
y rbiltt | the busin [ rep these are only the pt tentials 
ne url k—the Cred c household electrical appliances 
Wai er. The total number of electrical prod 
Che elect ndustry has a tre ucts is approximately 300,000, and the 
end ales program ahead « t vast lighting field is only one market 
he cee ( | program will 1 \nd there are about 8.000.000 homes 
ita pen 1 large m« re ¢ without electrical service and some 
he cred aL ou indus LU UU00 000 vy homes to be built. 
thre Pat { S P) What have we ahead of us? At 
C) ind bec l ( Ot t] it, on thie ViU l ( elling and it had bette1 
ibility as individuals to “sell then be goo 
elves” te ( eople on the ( iT st as an interesting sidelight the 
pective business teams ndust is taken two important 
lt Learn \ ( O ndu s ‘ tO mec cl illenge It has 
1 | 2 one perce ( re ed 1 t Sales Training 
ect ed h it has anstormed Course n e National Electrical 
our national life. Not so long ago. Vholesalers A on has just de 
New York Cit ev turned on the Veloped for 1 embers and. their 
rst reet dark ut lealet l packaged hiring 
bout 1O ocl 1’ ( ictuall TOPTAll cludes aptitude test 
stood a d, low it the new ele ng 
trie light ' rd) What has , Ye the ( S going to be dif 
ndustrv acco ished in it <t ferent nd it is ¢g ng to be difficult, 
slectrifving w It uld take te Ul business and all industry. 
volumes to rec 1 1 cold) pri e 1s a real nee for reconversion 
ind the record would still be « } } HY iS We is product and 
cold print. ng. The factors of 
EKlectrical power and more ging ¢ ions and new custo 
30K ) OOO ditt rent electrical oduct call fe 1 new basis for estab 
are basic to everv home. facto store | credit this new world which 
and office building in America. The must be forward-looking and_ for 
ire vital lust is they e | tl nae ve 1OST 
millions « n They have ju Some nkers have described 
helped to ove vhel our enenves e cred nasa “soothsayer whose 
1 global wa rima occupational qualification 1s 
(nd, speaking of postwar markets 1 good working set of stomach 
the electrical industrv has only begun — ulcers liddlefaddle! The credit 
to sell. There was a time when elec ma Sas omotion man, a 
trical products sold themselves” just public relations man and, above all, 
because they were electrical products a man whi is got to be on his own 
That day, we admit, is gone, but the and have the superior brand of rea 
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Charles G. Pyle 
ability with 
10b. 
Incidentally, the 


1} ake 


to go that 
It’s that kind of 
credit 


soning 
thankless 
man cai 
mistakes not ve 


O1 ry ( 


hey come out 1n bright red fig 


) 


for all to see, whether they have 


vision not. 
‘The 1ob that lies ah oe 
management in all fields in our ec 


Ol 


job for the simple re 











my is a ke 
that our huge productive capacity 

not be kept working on the basis 
cash or savings alone. We keep 
about 


really 


Ing 


production goals wher 


what we mean is consumt 


goals. As a nation, we have got 


“consume” at a higher volume ai 





faster speed than ever before to 





sure high levels of 
keep them. 

In that continuing process, t 
telligent forward-thinking 
credit is the one factor in the te 


employment 


work of a company, and collecti 
of all industry and business, that 
make or break it. 





In modern business credit 
ment must be tops in reasoning « 
ity sound judgment and resource 
ness. Credit management must k1 


man 


the individual businesses of custot 
and it must obviously know its 
organization. 

The credit man must be 
cialized kind of public relations n 


He | 


wort 
figures but he 


a ver\ 


record his daily 
knows that his d 
work is with people. His I.Q. 1s 
considerable measure related to 


sound knowledge of people, and 


may 
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With the Credit Man As Quarterback 
Your Team Will Make Its Quotas 


Smart salesmen save themselves, time, trouble and money by working 


closely with the creditman—dquarterback of the team 


whose signals it’s 


wise to watch—and follow. Time spent on poor credit risks is money wasted 











by the way, must include knowledge 
if himself. 

[t is said that you can tell 
ibout a man’s honesty until he gets 
in a tight fix. That’s probably true. 
But it is going to be equally true in 
carrying out the increasingly impor- 
work that lies ahead for credit 
granting that the moral responsibility 

the individual must be taken into 

msideration. At the risk of sticking 


never 


tant 


my neck out a little, percentage-wise, 
| will say possibly to the extent of 
50 percent. 

Kven granted that the credit man’s 
estimate of the customer’s moral in 
tegrity is 100 percent correct at the 
time it circum- 
stances of which he cannot possibly 


is made, personal 


know may occur and completely alter 
the situation. Quite obviously there 
is a distinct element of risk taking in 
granting credit based, to a greater ex- 
tent than heretofore, on a man’s mora] 
responsibility. What I should like to 

dicate is that this factor should be 


refully taken in account and, I per- 
sonally believe, be increasingly used 


rom now on. 


Saying “no” is easy enough. In 
\lollywood, they tell me they say 
“yes” six times a minute and keep it 
pall day. Either system seems about 
inflexible as a heil for the late and 
lamented Hitler. An intelligent 
d entirely flexible compromise po- 
on is the only logical one. 
lhe big push for sales that is com- 
g, and, incidentally, that has to keep 
ming, will go over largely through 
imwork in which credit 
ent calls the signals. 


manage- 
Conversely, 
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National Electrical Wholesalers 


the entire sales organization must be 


thoroughly credit minded. It must 
know what the company’s. credit 
policy is—and why. Above all, it 


position with its cus 


that the company’s credit 


must take the 
tomers 
terms are as they are—no additions, 
no subtractions. 

It would be presumptuous on my 
part if | 
briefly, the basic 


were to outline, howeve1 


involved 11 


factors 
making the credit decision, or the 
involved in 
cedures. Or those involved 


factors collection pro 
in obtain 
ing and correctly interpreting finan 
information where 


cial especialy 


the “time lag” resulting from inability 
to get current financial data is a con 
sideration, as it frequently 1s. 

Nor do I wish to analyze any other 
specific phase of the methods of credit 


of consumer credit as such. ‘J 
it and its 


tire field of consumer cre 
promotion through newspaper adver 
tising and other media is a pretty big 
subject in itself. 

Our sole consideration here is the 
increasingly important and active po 
sition that must be 
management in close cooperation with 
all other departments, 
that of sales, to promote business. 

The future is certainly unpredict 


taken by credit 


particularly 


able. Our economy at the moment is 
something like a stew that is simmer 
ing, and sometimes boiling up on the 
front burner. Incidentally, 
tended, and I should like to comment 
that we are not cooking with gas any 


no pun 1n 


longer. It’s electricity. There is a 


large crowd of cooks in the kitchen 
g 


I ssociation* 


By Charles G. Pyle, Managing Directoy 


and the stew has unidentified ingre 


dients thrown into 1 almost every 
minute. And some of the cooks take 


a liberal sample now and then; and 


that, too, changes what's cooking. The 
final dish, if and when we get to sam 
rible, or just taste 
very good indeed 


and particularly as 


credit men, is to increase our knowl] 
edge and pray for good judgment. Ws 


ought to study business cycles—and, 
s 


at the other extreme, we certainly 


must have a comprehensive knowl 
edge of the minute details of our own 
business operation. In this case, “a 


ittle knowledge is a dangerous thing 


should be changed to “not enough 


knowledge is a dangerous thing. 


| believe we ar©re, economically 


speaking, facing a kind of “overhang 


ing’ crisis. It may not seem imme 


diate or personal, but it exists, like 
the atomic bomb. In business, as in 


face both a dan 


The publi 


public relations, we 


ger and an opportunity. 


has said to our economic machine, 


“You had bette1 work this time, 01 


else.’ Or else what (here is no 
answer, 
We are going to solve our eco 


nomic problem this time because we 


must. That is our great opportunity 
1 


\nd I sincerely believe that with out 


new quarterback in there calling the 
| 


signals, and with a new realization of 
will 


off ground 


business teamwork, we can and 

cross the goal line into pay 

for all of our people. 
*ixcerpts from 


Lhe 


ciation of 


an address before 


{ 
Laven (¢ win.) L1SS 


Ve n 


eu 


redit 





~~~and> 


OPPOSITE PAGE 


When the Apex washing machine assembly 
line began operation again, CL. G. Frantz, 
right, president, was on hand to congratu- 
late plant manager P. R. Todd for an oxt- 
standing job of reconversion of the Cleve- 


land plant. 


RIGHT 


Electric hoists lift and insert the porce!ain 
finished interiors of automatic dishwashers 
at Edison General Electric’s new converted 
war plant in Chicago. 


Enjoying the comforts of General Electric’s electric blanket The “Laundromat” by Westinghouse automatically fills itself 
which the company claims can be washed just as easily as any 


with water, washes, rinses, spin dries, drains and c!eans itself 
other blanket and then shuts off. 
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The 1946 model Easy washer is being awarded to Mrs. M. J. Joseph W. Myers of Proctor Electric Co. shows Mary R. Riedel 


Butterfield of Norfolk, Nebraska, as winner of the Easy washer 


of the same company the thermostat used in the new electronic 
national contest. 


surface heating unit for electric ranges. 
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For more than 25 years dealers, electrical contractors and public utilities 
have recognized the green Virden “V", wearing its banner “Virden Values” 
as a pleasant and gratifying sight when they unwrapped each package. 
Pleasant because it meant good equipment, gratifying because good 
fixtures simply and intelligently assembled give assurance to every 
worker that he is participating in the installation of a good job. It stands for 
the same practical benefits in 1946. We are proud to identify these smart, 


well built fixtures as inherent ‘Virden Values”. Available at your jobbers. 


Company - Cleveland, Ohio 
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“Tand-O.P.A. 


Electric irons are being produced on the 
same production line that not so long ago 
turned out knives for the Army by the mil- 
lions at the Landers, Frary & Clark New 
Britain plant. 








ry a \\: 


Small compact pocket radio, manufactured by On the famed “surrender deck” of the U.S.S. Missouri, two top officers of the great 
Belmont Radio Corp., is 3 inches wide, 4 inches ship are presented the first home radios manufactured by General Electric since Pearl 
thick, and 64 inches high. It weighs approxi- Harbor. Left to right: Dr.W.R.G. Baker, vice president of GE; Captain Stuart S. 
mately ten ounces, including batteries, and is Murray, skipper; John L. Busey, president of GE Supply Corp.; and Commander 
finished in either gold, silver or leather. Arthur F. Spring, executive officer. 


March, 1946—ELECTRICAL WHOLESALING 





RIGHT 
The same plant that witnessed but a few weeks ago 
the starting of mass production of GE fans has been 
idle almost ever since, due to strikes provoked by 
irresponsible leaders. 
































BELOW 
At the Westinghouse Mansfie!d plant T. J. Newcomb, 
G. H. Meilinger and P. J. Backman are inspecting the 
new features of the electric refrigerators that are just 
beginning to come off the same production lines that 
now have been idle for many weeks due to strikes. 

















This automatic electric dishwasher, manufactured by Edison The new Camfield automatic toaster features the “finger-tip” 
General Electric rinses, washes and dries dishes, silverware, pots release which when manually operated provides a convenient 
and pans at the touch of one button. inspection of the toast. 
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| 
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-Stand- Strikers 


ani O. PA. 


Planned laundries for apartment houses with automatic washers Frigidaire’s new refrigerator provides many de luxe features 


and automatic dryers are installed in attractive settings for the such as the glass-topped hydrator, large ice making capacity, 
tenant's use. Westinghouse. and large utility storage bin. 
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From 50 calibre guns to washing machines, ranges and water heaters, Landers, Frary & Clark demonstrate its speed to reconversion. 








~~ 












This Ilg electric kitchen type of ventilator will keep the kitchen In the Kelvinator electric ranges the “Automatic Cook” feature 
properly ventilated and free from cooking odors. starts, times and stops all cooking operations. 
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Start of the production line for Westinghouse ranges is witnessed 
by T. J. Newcomb (left), sales manager of Appliance Division, 
Dean Fighter, range production, and R. M. Beatty, manager of 
range department, not knowing that before the lines were well 
started a strike would stop them for an indeterminate period. 


——Stan d-Strikers: 


“and O.PA. - 


| 








1 postwar Frigidaire electric range features the double-duty De luxe item in the new line of WH — postwar radio 
thermizer which can be used for either cooking or baking. receivers is the Concert Grand pictured here, 
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News Notes Krom NEW.A. 


By Alfred Byers, secretary 


National Electrical Wholesalers Association 





N.E.W.A. CHICAGO CONVENTION 
TO BE OUTSTANDING EVENT 


N.E.W.A.'s 


(‘ommittee, headed by Vice President 


Convention Program 


W. 1. Bickford has completed a note 
worthy program for the Association's 
37th Annual Convention at The 
Stevens, Chicago, April 21-25. Un 
like preceding conventions, this one 
will devote a minimum of time to 


That 
ment permits the presentation of se\ 
industry- 


committee meetings arrange 


unusual features of 


wide importance and interest. This 


eral 


procedure is made possible by means 
of Managing Director Charlie Pyle’s 
highly successful program of holding 
committee meetings during the year 
instead of at conventions. 

[Industry next 
month’s N.Ie.\W.A. Convention is par 
ticularly high because this will be the 
first opportunity for the industry to 
gather for a discussion of problems 
and future plans since 1944. Among 
the major features to be presented 
will be N.Ee.W.A.’s Scientitic Person 
nel Selection Program and the joint 
.E.1L.-N.E.W.A. Sales Train- 
ing Program. Since their introduc 
tion to the industry recently, these 
constructive service programs of the 


enthusiasm in 


Basic 


\ssociation have been adopted by 
many employers and the list grows 
constantly. Many members have been 
unable personally to view and hear 
the descriptions of the materials pre- 
pared for these 


{ 


programs. Special 
sessions at the forthcoming Conven 
tion will provide that opportunity. 
\nother subject, especially vital to 
the Association itself, will be the vote 
of the entire membership on_ basic 
changes in the Constitution and By 
laws to be 


submitted by a special 


102 


commnittee of which the chairman 1s 
N.E.W.A. Chairman L. E. 
Latham. The changes to be proposed 
are planned to the 
tion, improve the election procedure 


past 


solidity \ssocia- 


and bring about a more representa- 
tive status as a result of elections, and 
to improve and speed up the opera- 
tions and services of the Association. 

The big social time of the Conven- 
tion will take place on the evening 
of April 24th. At that time, N.E.W.A. 
will hold a cocktail party and banquet 
for all and guests in at- 
tendance. A speaker in great public 
demand and of outstanding (and non- 
political) national reputation will 
make the address. He will be followed 
by professional entertainment of high 
calibre and universal appeal. Tickets 
will be $10 per person. 


members 


The sour note in all the planning is 
the hotel situation. Advance informa- 
tion discloses a record attendance, but 
unfortunately the hotel situation, in 


Chicago as everywhere, is acute. 
Rooms will be assigned to all 
N.E.W.A. members who make ad- 


vance reservations through the As- 
sociation’s guests 
will find that room shortages still 
exist and it has been impossible to 
arrange with Chicago hotels to set 
aside a definite number of rooms. It 
is highly important for non-members 
to be sure before leaving for Chicago 
that they will be able to count upon 
hotel accommodations upon their ar- 
rival. Only a limited number of rooms 
will be obtainable and only those com- 


office. Llowever, 


pany officials having direct business 

with the convention should attempt 

to attend. That doesn’t sound like the 

customary N.E.W.A. hospitality—but 
it just can’t be helped this year. 
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ELECTRICAL INTERDEPENDENCE PROGRAM; 
WHOLESALERS’ TENETS AT CONVENTION 

N. J. MacDonald, Vice President 
Thomas & Betts and chairman of a 
special NEMA Committee, will pre 
sent at the Chicago Convention, the 
inspiring program of Electrical Inter 
dependence developed under his guid 
ance by National Electrical Manufac 
turers Association. Its special applica 
tion to the electrical wholesaling in 
dustry will be stressed. 


At the same convention session, 
Herbert Metz, Chairman of 
N.E.W.A.’s_ Planning Committee, 


will submit for Convention approval 
and adoption the ““Tenets of the Elec- 
trical Wholesaler.” This is a form of 
code of ethics especially developed to 
meet the industry’s present day re 
quirements. Its presentation will be 
dramatic and thought provoking and 
will impress all present with its 
worthy purposes. Some excellent 
practical reasons exist for the elec 
trical wholesaling industry to go on 
record at this particular time regard 
ing the objectives and functions of the 
industry. Emphasis will be given to 
these reasons during this Convention 
presentation. 


SEPARATE MEETINGS ARRANGED FOR 
N.E.W.A.’S TWO DIVISIONS 

In order that all members may 
benefit to the fullest possible extent 
from discussions of subjects closest t« 
their own particular business interests, 
separate sessions at the Chicago Con- 
vention have been set up for The 
Apparatus and Supplies Division and 
for The Appliance Division. Mr 
W. I. Bickford, as Division Chairmat 
will preside at the sessions of the for 
mer; and at the sessions of the latter 


March, 1946 




















the Division Chairman, Mr. E. B. 
Ingraham will be in the chair. The 
agenda for each division will be so 
yrepared as to insure a maximum 
nterest all 
who attend. 


1 
| 
| 
1 


and benefit. to members 


N.E.W.A.’s CATALOG STANDARDS 

Considerable interest has been 
aroused by the work of the N.f.W.A. 
Catalog Committee in recent months. 
Under the chairmanship of Mr. A. C. 
Prange, the Committee has developed 
new suggested standards for manu- 
facturer’s handbook sheets 
which the membership of the Associa- 
tion has adopted by vote. The Com- 
mittee prepared a _ four-page 
folder illustrating the suggested stand- 
ards and has supplied all N.E.W.A. 
members with copies. 

Many requests have been filled for 
extra quantities of the folder. A num- 
manufacturers, and their ad- 
vertising agencies as well, also have 
inquired about these suggested stand- 
ards. 


( price ) 


also 


er of 


With the expected resumption 
of civilian production a great activity 
has been noticed in preparing for an- 
nouncements of and old time 
lines of products and in the arrange- 
ment of post war catalogs. As matters 
have turned out, the Catalog Com- 
mittee timed its activity nicely and the 
results of work are now serving a 


new 


very useful purpose for the entire 
industry's good. 
PYLE TAKES PLATFORM 

sreaking into his busy N.E.W.A. 
pre-convention round of duties, 


Charlie Pyle has found time to make 
two important appearances on the 
speaker's platform. His speaking ap 
pearances have been particularly im- 
portant from the standpoint of bring- 
ing the wholesalers story to two large 
non-industry groups. Since it is rec- 
ognized that the message of the whole- 
saler repeating and 
Mr. Pyle’s appearances 
have filled a real need very effectively. 
Speaking before the New Haven 
Credit Men’s at New 
Haven, Conn., on February 20th, his 
topic was “The Credit Man—The 
(Juarterback of the Business Team.” 
His address at the March 27th 
meeting of the New York Chapter 
of the American Marketing Associa- 
tion will be entitled “Can A Market- 
ing Research Program Succeed With- 
out Including The Wholesaler ?” 
Kach of these groups happens to be 
local one. But, each of them is in- 
tensively active and many 


needs more 


repeating, 


Association 


attracts 
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It’s a source of satisfaction to Jobbers’ salesmen to know 
there is ONE SOURCE for ALL the lighting equipment the 
customer requires—REVERE?+ And coupled with that satis- 
‘ faction is the KNOWLEDGE that superior design, correct 
\ , fal 
\\ engineering, exclusive features, ease of wiring and mainte- 
a a ince are part and parcel of this COMPLETE LINE of 


SERVICE STATION, 
AIRPORT, INDUSTRIAL, 
MARINE and SPORTS 

LIGHTING EQUIPMENT 


y¢yaasd 



















IS BACK 


at means 


. and 
f sales for 
treamlined alum 
» nd your 
Revere's 


ALZAK 


bales ¢ 





light-weight 
inum reflector xté 
er. service vith 


extensive line 


7100 series enclosed 
able 


floods avail 
> to 1.000 watt 


Revere Triangular 
y tloo i ht 





nd tha 1 
lefinite 90 bea 
pattern No pill 
ight o1 neighborir 

perty or treet 
Th best floodlight 
r rner locatior 






Revere 24-inch Airport Floodlight, 
unit for illuminating 

and landing field 
(00 or 3,000 watts Weather 


the ide 
| Incandescent large seed 
Searchlight. ( 

Available in 
12-18-24” lens 
izes with 

| Pilot House or 

| Hand control 

















The Famous 
Revere Hinged 
Floodlight 
Pole— 
Eliminate 
hazard of 
climbing to 
| The 4200 Series— pag 
| Powerful floodlight clean and 
for wide area light The Revere Convert- service flood 
ing. Floodlight ro ible No O1N with ligh Avai 
tates in yoke for ’ top flood Ava . = 
} easy, safe cleaning ile in elon ee able in 20 ! 
}; and servicing “ ‘ ap and 30 ft 
Available for 750 ca 
|} 1,000 and 1,500 MOuUntENg 
| watt lamps height A 


commodate 
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meet 


40-81 at tl 
Revere 


throw light on any 


REVERE MFG. 


6011 BROADWAY CHICAGO 40, ILL. 
INDOOR AND OUTDOOR LIGHTING EQUIPMENT FOR EVERY NEED 
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CAN If BE? 


| Pierce Engineers have named it 


acest: <n! 


@ Regardless of the total 
a link, 


its effectiveness in main- 


amount of lag in 


taining production de- 
pends on its distribution 


along Lae “‘working cur- 


rent’’ curve. Pierce engi- 


eers bave purposely 


located MORE of the lag 


he “overload sange’’ 


whe: vorking currents 


flow, obtain:ng correct 


] 


balance between .ag anc 


f aveslons 
‘xe “balance ouilt 
tself 


is ised, the 








orcu) 





““balance”’ 


Balanced Lag 
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Curve shows normal limit of 


“squirrel cage" starting peak 


and its relation to “overload 
(shaded area). At 135% 


fuse load Pierce BL links 


range 
have 
3 to 5 times the lag of any other 
links tested. 


into the new Pierce B/L 
a vermanent characteristic of the link 


Regardless of the make of case in which 


remains fixed. Try a 


ree B/L iink next time on that “jumpy” 


Soia through Leading Distributors 





Mabe BY Pierce ReNewas_e Fuses, INc., BurFFALO 7, N. Y. 
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prominent industrial leaders to their 
alwavs well attended meetings. Each 
of these the 
of wide 
businesses, has now more 


gre ups, 


executives 


composed, by 


way, from a 
variety of 
over heard what the wholesaler is all 
about. 


HILL GOES SOUTH FOR MARCH 


N.E.W.A.’s Bob Hill will spend 
this month mostly in the South. It 
sounds like a winter vacation, but 
Bob says no—and we believe him 


because we've seen his itinerary. It 
includes a Dutch Treat 
Jaltimore all 
the way down through Florida. Be- 


series of 
luncheon meetings from 


tween times Bob will make many 
stop-overs and call on N.E.W.A. 
members and prospects. (When he 


comes back a number of those pros- 
pects will be off the prospect list 
and will have filed application for 
N.E.W.A. membership. At least 
that’s your reporter’s guess based on 
Bob’s past performances. ) 

On this trip Bob will present and 
the of N.E.W.A.’s 


Reemployment Program, 


describe details 
Veterans’ 
Basic Sale 
the Selection 
Program to the large part of the in- 
dustry located in his line of travel. 


s Training 
Scientific 


Program and 
Personnel 


These programs are very much a part 
of Bob Hill. He personally has had a 
big part in their development and 
perfection; and he can describe them 
enthusiastically intensive 


from per- 


sonal experience. 


(Continued from page 67) 
goods, and tile. Much of present produc- 


tion is being shipped overseas and this 
shortage may delay construction. There is 
also a shortage of plumbing mechanics. 

ELECTRICAL MATERIAL: 
duit, wire, and wiring devices are in short- 
before. Man- 
ufacturers require several months to make 
but 


accordingly, and 


Con- 


er supply now than ever 


wholesalers buy 
stocks are 


material 


deliveries, electrical 
unbal- 


for 


while 
electrical required 


The 


uncertain future costs 


anced, 


building will be available manufac- 


turers’ on conduit 


and wire cause them to accept orders sub 


ject to the prices that might be in effect 
: when delivery is made. 
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The New Name Is 
leal Industries, Inc. 


Iwing to its steady, long term growth 


| to better provide for further expansion, 
Ideal Commutator Dresser Company of 


Sycamore, Ill., announced on Feb. 1, 1946, % 
tain changes in its organization set-up f ’ 
uding a change in nam: The former _—<———_ 
partnership has been terminated and 


the 





corporation will be known as, Ideal 


Industries, Inc. sg . N 
In the announcement it is emphasized — ' 
t no change has been made in manage é 23 ae 


personnel, location, manufacturing, 





od of distribution of products, nor 
lity or service. 
\ll new orders received after February 

1, 1946, addressed to the Ideal Commutator 
Dresser Company, as well as all orders on 
will be turned over to the new cor- 


ration. 


Climax Buys | oa 
Roto-Beam / | 


The Climax Engineering Company has 
purchased the rights to the Roto-Beam 
Air Circulator and will produce them at the 
Climax plant in Clinton, Iowa, it was an- 
nounced recently by John H. Seippel, vice 
president and director of sales 

The Roto-Beam air circulator features 
4 two-way pulsating movement of air with- 
na room. Its blades are shaped in accord 
ance with a principle of aerodynamics, 
which is claimed to allow circulation of air 


: : % ; , £. type 
at all levels instead of in a channel. It is yhey offet 
claimed also that this air mover will be as 5-11 re side- 
; ‘ ; eciits : ; \y O = anc : whet 
ffective in winter to distribute heat as in ; 3 J 


immer to circulate cool air 


10 g0°" ‘\; r 
ie 
cuttings P 

















ENGLEWOOD § Electrical Supply 
Company of Chicago has we comed 
back two men from the armed forces. 
Left, Max M. Aver was a salesman in 


the lamp division prior to joining the 1 

Irmy. He will work in fluoresce:t WELTER & Sons 
ales. Right, Harry A. Nicholls re- Established 1857 Chicago, l.USA 
turns as a buyer after three years as a 


Since 1857 





aptain in the Quartermaster Corps. 3200 BELMONT AVENUE, CHICAGO 18, ILLINOIS 
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S7OCAK tis PROFITABLE 












i he 


SALES EXECUTIVE COMMIT 
TEE at Cory Glass discusses plans fo 
promoting a new ground glass vacuun 
seal model. Reading from left to right 
they are N. H. Schlegel, T. R. Chad 
wick, T. J. Major, H. G. Blakesle: 
W.J. Lynch, J. W. Alsdorf and D. B 
Hugegard. 





5S | Philadelphia Group 
ELL THESE TWO _ Holds Lamp Campaign 


pRIMARY MARKey. With the return of peace, The | 


trical Association of Philadelphia lost 





time in readjusting its activities to cur 
conditions. 


As rapidly as possible, based upon re 


1. INDUSTRY 2. THE HOME 


€ oo T 


conversion and the return to peacetime 


production, the Association proceeded to 





ae) es . . . . . 
————__— \ Kk. formulate sales promotion activities in the 
ee ~- . . ‘ os 
ee Ty 7 interest of the numerous groups within 
‘ae var . j / —~ —_ — J a 
— _—— -«s err ee cr’ 3 WY . i SA i eh its membership. 
et ° , 
: ~ a \ _ P . P 
= _ i. S The month of November saw the return 
to the lamp campaigns which were con- 
Manufacturers everywhere are clam- Every day more people discover ducted with success in the pre-war years 


oring for more and more Wabash- that the deep. penetrating heat of This campaign, the tenth in the series, 


Birdseye Infra-Red Heat Lamps... 
for speeding up the drying time of 
scores of painted products. Infra-Red 
“tunnels” in numerous plants now 
pre-heat, bake or dehydrate thou- 
sands of items. Low installation cost 
. . +. inexpensive maintenance .. . 
amazing time-savings have made 


Wabash-Birdseye Infra-Red Lamps a 


Wabash-Birdseyve Infra-Red Lamps 
provides soothing. gentle relief for 
tired and aching muscles. Many use 
it as an effective measure in the 
treatment of colds, sinus. and other 
discomforts for which heat is usually 
prescribed. Simple in operation... 
safe to use...Wabash-Birdseve Infra- 


Red Lamps replace old-fashioned 


was an intensive drive for lamp sales 
the five-county territory served by th 
Electrical Association of Philadelphia. It 
was aimed at the entire market, including 
all residential, commercial and indust: 
customers. 

The products of four lamp compat 
were featured. These companies we 
Lamp Department of General Elect 


production essential in thousands of — heat treatment methods ... and are Company, Lighting Products Division 
Sylvania Electric Products, Inc., Waba 


\ppliance Corporation, and Westingh« 


plants. much more pleasant! 


; ; La Jivisi 1f Westinghouse Elect 
Remember these important points about Wabash-Birdseye Infra-Red mp Division of ——— ' 


Lamps . . . special tungsten filaments designed for even distribution of heat 
in all directions . specially constructed ‘’Superlok’’ bases that prevent 
separation of bulb and base under terrific temperature . . . extra long life. 
These are added features that put Wabash-Birdseye in demand everywhere! 


Corporation. 
In addition to the manufacturers 
the utility company, 22 distributors p 


ticipated in the activity. A total of 1,202 


WABASH CORPORATION, 345 Carroll Street, Brooklyn 31, N. Y. ee ee ee 


heb " ‘ and actively participated in the campais 
A Subsidiary of Sylvania Electric Products Inc. 





The purpose of the campaign was tv 
fold: first, to materially increase the s 
WW A He A * ee H ft ye D 4 of lamps; second, to provide a m« 

= E Y E through which lamp distributors and tl 
agents could resume aggressive promot! 


FIRST IN INFRA-RED | of better lighting and also rekindle in t 
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public mind the degree of interest in light 
ing which had been created prior to the 
war. 

The month ot November was selected 
ecause it is in the midst of the season 
vhen the days become shorter and the 
public is, naturally, more “lighting con- 
cious.” 

The set-up of the activity was similar 
to that of the lamp campaigns of former 
ears, with prize awards for both lamp 
igents and distributor salesmen. The sum 
evoted to lamp agent awards totaled 
$1,020, while $600 went to 
salesmen 


distributor 


The Association provided ample quan- 
tities of campaign display material for 
the stores of lamp agents. This included 


a large window streamer, with four 
smaller window banners. 

All groups participating in the campaign 
orwarded the interests of the activity 
with the greatest enthusiasm throughout 
the 30-day period of its duration. 

Following study and tabulation of the 
report forms submitted after the close of 
the activity, the results were announced 
at a “victory dinner” held in Electrical 
\ssociation dining room on Monday eve- 
ning, January 21st. 


GE Cathode Ray 
Plant To Buffalo 


Tube Development Laboratory, a war 
time activity of the Lamp Dept. of Gen- 
eral Electric Co., officially terminated its 
activities at Nela Park, Cleveland, yes- 
terday. Cathode-ray tube operations carried 
on in this laboratory will be continued by 
the Electronics Dept. of G.E. at Buffalo. 

Announcement of the change was made 
by M. L. 


manager of the Lamp Dept. 


Sloan, vice-president and general 








THE HYLAND ELECTRIC Supply 
Company of Chicago henceforth will 
operate a purchasing department com- 
posed of 5 buyers, each specializing in 
purchasing specific groups of prod- 
ucts. The new department is shown 
left to right: Harry E. Zemke, Har- 
old W. Steiner, M. H. Schufeldt, S. L. 


Cellmer ana H.R. Strelow. 


ROY AL-NOARK 
VYlou- Renewable 
CARTRIDGE FUSES--.. 





5-WAY BETTER PERFORMANCE 


Better ...5 ways better! Five engi- 
neering improvements in the design 
and construction of Royai-Noark Non- 


Renewable Fuses mean that they stay 










cooler ... give greater protection to 
vital equipment. Complete detailed 
catalog information is yours on re- 


quest, and prompt deliveries on your 





orders. 


WIRE * CORD SETS * CARTRIDGE and 
PLUG FUSES + FUSTATS * TROUBLE 
LIGHTS * CHRISTMAS LIGHTING SETS 


ROYAL ELECTRIC CO., Inc., PAWTUCKET, R. I. 
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Busy little reflector! For the job of 
illuminating stock rooms has a lot 
of angles—and the Stocklite works 
them all. 

It starts by getting the utmost effi- 
ciency out of the lamp—by working 
harder—in the right directions. It 
distributes the light in a way that 
prevents wasting it where it isn’t 
needed. Light is directed to the 
sides to build up intensities where 
it counts most—on shelves from top 
to bottom row, and into bin inte- 
riors. Iteliminates glare, yetenables 
workers to read fine print or small 
parts numbers anywhere in the 
aisle. This means more expeditious 
handling of orders, fewer mistakes. 
If you have a stock room to illu- 


The Stocklite is finished in permanent : ; : - 
porcelain enamel; easy to keep clean minate, write for Bulletin 91! 


Sold Through Electrical Wholesalers 


RAaTRIG FON 


4600 BELLE PLAINE AVENUE, CHICAGO 4], ILLINOIS | 
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DIRECTOR OF DISTRIBUTION is 
the new position for R. Russell Brown 
of Electromaster, Inc., Detroit. Mr. 
Brown is a veteran sales executive and 
was a district manager for the past 
eleven years. In his new capacity he 
will direct the wholesale sales efforts 
of distributors from coast to coast. 





Electrical Farm Book 


Available For Use 


A small and valuable booklet—*Ele« 
trically Operated Farm Equipment’”—com 
piled and supplied through the courtesy of 
the Rural Electric Information Exchange, 
sponsored by “Farm Journal” magazine, 
is available from Frank E. Watts, direct 
or of the exchange, at a nominal price for 
distribution to customers and prospects. 

The booklet is designed specifically t 
illustrate farm electrical products and t 
acquaint distributor and dealer, not famil 
lar with them, how they apply to various 
farm requirements 

In a letter to the National Electrical 
Wholesalers Association, Mr. Watts said 
regarding this booklet 

“When we consider that there are mort 
uses for electrical equipment and appli 
ances on the farm than in any other indus- 
try, we get our first concept of possible 
sales. We have promoted the use of things 
electrical in industry, residential and com 
mercial fields. We are now entering th 
era of a fourth great field of development 
agriculture 

“When we realize that agriculture is by 
far our largest industry in assets, working 
capital and purchasing power, we need 
have no fear of its being a great market 


Farm electrification is today an economi 
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ecessity for it will be the biggest factor 

solving the most pressing problem of 
he farmer—that of cutting production 
ists. It can be demonstrated that these 
roduction costs can be cut 25 percent by 
lectrification. 

“The farmer himself is alive to its pos- 
bilities and today looks upon electricity 
t as something that costs him money 
it that makes him money. This applies 
» equipment in the home as well as on 
the farm. 

“With this as a solid foundation for de- 
elopment of a market of over $400 mil- 
m per year, how can any wholesaler over- 
ok it? What disturbs me are the plans of 
the consumer chains, cooperative and mail 
rder houses as contrasted with the in- 
terest of many wholesalers. Is the whole- 
saler going to let a great market slip 
through his fingers when he is in the best 
position to serve it?” 


Employment Hits Peak 
Despite Labor Strife 


Employment in the United States on 
january 12 was the. highest peace-time 
level, in spite of the auto industry strike 
and many other labor-management dis- 
putes at that time. The date, however, 
preceded the strike of the steel industry 
and that of the three large electrical manu- 
facturers. 

In its report on January 12, the Com- 
mittee for Economic Development stated 
that approximately 52 million workers 
were then holding productive civilian jobs. 
In many areas reconversion was estimated 
at better than 90 percent complete 

Payrolls and individual earnings, which 
turned downward immediately after Japan 
surrendered, had returned to slightly below 
wartime peaks and were still rising. Pro- 
duction of civilian goods was between 50 
and 75 percent above July 1945 





WITH Phillips & Edwards Electric 
Co., San Francisco. Left is Milt Mc- 
Carthy, senior city desk salesman. 
Right is Bob Graham, formerly in 
shipping, recently advanced te tele- 
phone salesman. 
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KWIKHEAT’S 
BUILT-IN 4... 
THERMOSTAT @=4 





* HEATS IN ONLY 90 SECONDS 
* MAINTAINS PROPER HEAT 
* CAN'T OVERHEAT 

* LESS RETINNING NEEDED 
* TIPS LAST LONGER 
* COOL, SAFE HANDLE 
* LIGHT WEIGHT 












. ) 
~ 


The Kwikheat Soldering Iron 














has ample reserve power for 
your soldering jobs—225 watts 
held in check by a thermostat 
built right into the iron* —main- 
taining ideal temperature for perfect 
soldering—preventing overheating 
(which causes deterioration in other 
irons)—prolonging life of tips and elimi- 
nating the need for constant retinning. Be- 
sides these big advantages, the Kwikheat Iron 
is hot, ready to use only 90 seconds after plug- 
ging in. It is extremely light (14 ounces), well- 
balanced, and has a safe, cool handle. No wonder 
Kwikheat is a sensation wherever it is used. You will 
want to stock this “hot” item. With one tip — $11.00, list. 


6 INTERCHANGEABLE TIP STYLES 


#0 #1 #2 #3 #4 ‘ #5 
$1.25 $1.25 $1.25 $1.25 $1.75 $1.25 


VANATTA 
P.. 









*patented 


L 


THERMOSTATIC SOLDERING IRON 


A Division of 


Sound Equipment Corp. of Calif.e 3903 San Fernando Rd., Glendale 4, Calif. 
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ONE OF OUR SCOUTS got this pic- 
ture of “Jule’ Hawks and “Jake” 
Hamblen, who is president of South- 
ern Electric Supply Co. of Houston. 
Jake is president of Texas A. & M. 
Alumni Association, and prominent in 
many other Texas and electrical indus- 
try activities. Julian Hawks is widely 
known throughout the electrical indus- 
try and more recently was chief of the 
Electrical Section Wholesale and Re- 
tail Trade Division of W.P.B. He is 
now eastern manager of A ppleton 
Electric Co. with headquarters in New 
York City. 





Latrobe Products 
Move Quickly 


You'll not find any slow pokes or shelf warmers among Latrobe 
Products. They move right out to the job—and every installation 
makes new friends. This quick turnover means bigger profits. Better 


check your stock. 
| | No. 284 Nozzle with 


; No. 478 “Letrobe" No. 200 Cover Plate 
Pipe or Conduit Hanger 















Lighting Training Course 


Available to Wholesalers 


A comprehensive lighting course de 





signed to give sales personnel of utilit | 
Duplex Receptacle Nozzle with ',” brass 











om ee os ee ee ees 





. P ; . } 1 . e } : 
companies; wholesalers and others inter 
Convenient and dependable for hanging pipe pipe extension. Very neat and compact. 5 ‘ : ' - 
on conduit ', s” and I” to steel beams ested in the subject a speedy, thoroug! \ 
up to %%” thick. . , ‘ , on 
grasp of up-to-date lighting practices, has \ 
been wrapped up in a single package by it 
the Westinghouse Electric Corporation t 
: ‘ ‘ \{ 
In production for more than a year, th : 
course consists of 18 sound slide films and st 
recordings, one instructor’s manual, 10 sets 
of lesson books and one lighting hand 
book. The Westinghouse Lamp and Light 
- 
; pes ae sii . ; 
ing Divisions collaborated with the Ad 
No. 330 tisi 1 Sal p . ; 
aa vertising and Sales romotion depart 
Utility Outlet No. 252-R Floor Box : oud : ; 
i. a . P ment in preparation of the course. 
superior outlet or use in wood floors A two-gang bo th No. 208 Rece i T° 241 “T} . . y j 
baseboards, show windows and other instal roe t are , cage dors Titled “IJlumination—Fundamentals and 
lations free from moisture or mechanical yne section. One cover plate with //2” flush . . ” "11 “2.9 
injury. brass plug.—the other 2”. Application,” the course will be availabl 
at cost; $225, from Westinghouse Lamp 
Division district offices located in New 
York, Philadelphia, St. Louis, Chicago 
San Francisco, Boston, and Atlanta. 
Sound Slide Films were selected, ex 
plained D. W. Atwater, manager of con 
mercial engineering for the Westinghous« 
Bull Dog Insulator Divisi “4 lh atic 
‘ 7” amp Division, “because visual instructiot 
Support Keystone Fish Wire ; a 
as demonstrated by its successful usage 1 
Just the thing for fastening porcelain or Flat steel wire of high grade quality. Ten yi : gi , 
glass insulators to exposed steel framework sizes Coils 100 ft. up military traming, 1S about the simplest 
method of imparting knowledge. Sound 
. slide films are particularly well adapte: 
A N U FA C T U R | N G The complete course of 18 lessons wil 
be ready for shipment January 15, Mr 
LATROBE a ee PENNSYLVANIA Atwater said. Instructors will be traine 
at meetings to be held in late January an 
\ 
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rly February at Bloomfield, N. J., head- 


: — = 
irters of the Lamp Division and at | 
veland, Ohio, headquarters of the Light- | . d ' | as 
Division 
the lesson books, all the important | AT THE 


mes of the 18 films are reproduced with 
| 


supplementary descriptions in handy 
ket size booklets. The Westinghouse 
iting Handbook, a popular r 
ad 





reterence 
k, contains easy-to-use tables and many 


the new ideas in lighting practice to- asiniiios (ius 
: 2 : at. - 
ecther with information on modern light 


¢ 
& 






-cS. 


The many changes in lighting engineer- 


and the advances in new light sources, 
ting techniques and equipment have 
e obsolete much of the previous in- 
rmation on these subjects,” Mr. Atwater h 
‘This course will enlighten new- the M 0 N A R C H 


BRIDGE 

Note how this Monarch 
construction prevents the fibre 
bar from coming in direct contact 
sson books will be available at $2.50 for with the screw connecting renewal link 
of 18 books _ to knife blade. This minimizes the charring 

, of the fibre bar and positively prevents exces- 
sive overheating of knife blades. Note also large 
metal parts which dissipate heat. Result: dependable 


prote ction. 


ers to the ranks of utility salesmen 
it the same time it will be a valuable 


esher for the more experienced sales- 


a class of 10 members a complete 


the materials will cost $225. Extra 


ae W; — 
Announces W inners “Look No. 1” illustrates this construction in a 
In Fixture Contest lighter-duty Monarch knife-blade fuse and 


“Look No. 2” shows adaptation of this 


‘iple a heavy y del. 
Iwo winners were tied for rst place principle in a hea ) duty 7 






1 


the contest held by Curtis Lighting, 
m., IN Conjunction with the Victory Light 
g Jubilee, according to an announce 
ent from that company late last month 
Paul R. Kuhn of the Penn Central 
qupment Co., Altoona, Pa., and Adam 
lfampanell of the Wm. Penn Appliance 
Co., Philadelphia, both guessed the same 
number of miles of “Skylux” sold since 
its introduction in 1939 and the end of 
the Jubilee. Curtis announced that both 
Mr. Kuhn and Mr. Tampanell have been 
sent a $100 Victory Bond and $50 Victory 
Bond. 








~ "a. | Specyy Manarch Fuses 
ai fot emproved 








‘KE a pilot’s cabin, this Phoenix, 
iz., wholesa'er’s office projects it- 
'f so that he, E. A. Thomas, of 
izona Wholesale Supply Co., can see 
erybody and likewise. Clear glass 
nels run from floor to ceiling. 





ONARCH FUSE CO., 


E. FIRST ST., JAMESTOWN, N.Y. 
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LAMP AND LIGHTING manager 
for Graybar in St. Louis, is the new 
job for Melton P. Johns, whose promo- 
tion was announced January Ist. He 
joined Graybar in 1939 as representa- 
tive in St. Louis, and later in Southern 
Illinois. 





FOR 
LONG SERVICE 


ON TOUGH JOBS 


Type S. CRESCORD has a 
CRESCORD comprises two, heavy jacket for maximum life 


three or four flexible copper on portable drills, tools and 
conductors, with color-coded, industrial equipment. 





Electro-Agriculture 
‘Section Added To REA 

| W ASHINGTON—Administrator Claude 
R. Wickard of the Rural Electrification 
Administration has announced that a new 














section has been set up in REA’s Tecl 
nical Standards Division to organize, pr: 
heat-resisting, rubber insula- 


tion under a tough, synthetic Type SJ CRESCORD has a 
rubber jacket. It is flexible, lighter jacket for use on 


mote and coordinate programs in the 
development of new electro-agricu!tural 





equipment and the improvement of exist- 
jing devices of benefit to the farmer. 
highly resistant to abrasion, household and office appli- The new section will be known as the 


crushing, cutting, water, ances. It is made in sizes No. | Electro-Agriculture Section and will 


18 and No. 16 AWG only. 


headed by J. P. Schaenzer, who has been 
with REA since 1941. It will strive for 
the development of new electrical equip 


weather and sunlight. 





Type SV CRESCORD is a small, light, extremely flexible cord 
for use on household vacuum cleaners. It is made in size No. 
18 AWG only. 


ment designed to meet farm needs and 
will work with manufacturers, colleges 
and other groups carrying on _ resear 
programs. All information obtained will 
be made available to manufacturers tot 
commercial development and quantity pr 
duction at lower costs. REA _ borrowers 
will be given information concerning new 








developments in electrical equipment whic! 
will improve living conditions and 


2 WIRE & CABLE 


CRESCENT INSULATED WIRE & CABLE CO. 


TRENTON, N. J. 


crease profits. 





Schaenzer, who graduated from t! 
University of Wisconsin in 1921, has h 
broad experience in rural electrificat: 





work. In 1928, he served as_ Proj 
| Director of Rural Electrification at t 
| University of Wisconsin. He prepared 
| comprehensive report on rural electr 
ication in the United States for the F* 
eral Power Commission in 1935. 
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From 1936 to 1939, he was Assistant 
Director of the Committee on the relation 
of electricity to agriculture under the 
sponsorship of power companies and farm 
groups. lor the next two years, he headed 
Kdison Electric Institute's Rural Service 
Division He is the author of the book 
“Rural Electrification” and has published 
many papers, one of which was presented 
before a world power conference and 
another before the International Manage 


ment Coneress 


Buffalo Wholesaler 
Celebrates Anniversary 


suffalo Electric Co., one of the largest 
electrical wholesalers in New York State, 
observed its 48th anniversary February 1 
with a dinner for executives, employees 
and guests at the Hotel Statler, Buffalo. 

Guests included George H. Bucher, 
former president and now vice-chairman 
of Westinghouse Electric Corp. ; Bon W. 
Clark, Robert A. Neal, Herbert H. 
Rogge, Harry F. Boe, vice-presidents of 
Westinghouse; and Leon R. Ludwig, who 
will be in charge of the new Westinghouse 
Buffalo Division. 

\t the dinner eight employees were 
added to the Buffalo Electric’s “25-year 
Club,” composed of employees who have 
been with the firm 25 years or more. 
Karr Parker, president of Buffalo Elec 
tric, presided. 








LOUIS J. CONFORTI has been 
named assistant to R. R. Hill, sales 
manager of Hawkins Electric Co., in 
Chicago. Mr. Conforti joined Hawkins 
Electric in 1935. He was a captain in 
the Army and wears the purple heart 
medal. He spent 16 months in the 
European Theater. 


























-— 
HERE'S A SIGNAL 


THAT ells -it's AN AUTH 


A bell, buzzer, push button or other device in the dis- 
tinctive orange and blue Auth box is a signal you can 
really sell. Here's why: 


Contractors and industrial users like Auth signaling de- 
vices. That's a result of Auth’s sustained quality since 


1892. 
Auth devices are easy to install and wire. 


Auth devices are guaranteed. Before you get them, they 
are carefully tested to make sure they are right. You'll 
have no troublesome complaints about Auth devices. 


Auth devices are up to date and attractive, both in 
appearance and tone. That means extra satisfaction 
for the user. 


Auth’s quick ‘‘short-order’’ service helps you keep con- 
trol of your stock quantities. 


THAT’S WHAT MAKES MONEY FOR YOU 


There’s no dust collecting on Auth signaling devices. The 
profit margin is good, and you won't lose on complaints. 


Auth's line of standard, fast-moving signaling devices is 
complete—make your stocks complete with Auth. 


The Auth line also includes signaling and telephone sys- 
tems for apartments, schools, hospitals, industrial plants, 
offices and commercial buildings. Refer to the reliable, 
complete Auth Catalog first. 


AUTH IS SOLD ONLY THROUGH THE WHOLESALER 


1-L 


AUTH ELECTRICAL SPECIALTY COMPANY, INC: 


422 EAST 53rd STREET NEW YORK 22, N. Y. 


Offices in Principal Cities 





SINCE 1892 
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You tacecinat | Hill-Shaw Company 


Wins Display Award 


—SHE SAID The Spice Mill Ninth National Pack- 


aging Show Blue Ribbon Award was pre 
sented to the Hill-Shaw Company, manu 
facturer of Vaculator Glass Coffee Makers, 
for their entry of the “Dutch” Clothless 
Filter counter display. Incorporating a 







| self dispensing unit which contains a dozen 
individual packages of “Dutch” Filters, the 
display is colorfully lithographed and is 
constructed so that no back easel is 


| 
| 
| necessary. 
| 


| New Location For 
| Advance Transformer 


Bg se td The Advance Transformer Co., manu- 
a ; 4 _ an facturer of ballasts for all types of fluo- 
sie. a rescent lighting, is moving from its present 
—— ) ; P location at 1161 W. Madison St. to new 


4 


and larger quarters at 1122 W. Catalpa 


Ave., Chicago. The new plant provides 
over 45,000 square feet of space, all on 


“TELL ME MORE ABOUT 
THE IRON THAT LIFTS ITSELF.” 


one floor to facilitate improved production 
lines and increased efficiency. The total 
capacity will be used for the exclusive 
production of various kinds of hot and 
cold cathode fluorescent ballasts 

“Try and Stop me” —says I. “Lady—just think. No lifting. 
No tilting. No twisting. No more extra work for those little 
wrists—you'll just flick the little red button—and presto! | 
—the Proctor Never-Lift lifts itself. Comes to rest on its 
own legs till you want to use it again. Then—just press 
the handle—and back pop the legs, neatly out of the way. 





STAMDS Om its own EO 







qth HEAT 
Py 






GROUND 
CLAMPS 


“Pardon the pun,” I continued —" but according to labo- 
ratory tests the Never-Lift is number one on the Heat 
Parade. It’s got just about perfect heat distribution. Never 
breaks out in spots. No COLD SPOTS to slow you down 


From tor 10 8 with drag and wrinkling. No HOT SPOTS to cause scorch- For grounding one, two, three or 
ing. Irons smoother, faster, more efficiently. more cables to Pipe, angle iron, 

go SHECTOR FABRIC p, steel plate or ground rod. Clamps 
7A Bi! , . . are of high conductivity bronze with 
Take your time—when you iron with a Never-Lift. The Everdur hardware. Catalog 4C de- 





Speed Selector Fabric Dial adjusts the iron temperature for 
your personal ironing speed as well as for the fabric. 
You can iron fast or slow ... still get the proper heat. It’s 
a Proctor First. 


scribes and illustrates a wide variety 
of Frankel Ground Clamps and 
other Solderless Connectors. This 
catalog can be of real value in help- 
| ing you layout your grounding and 
wiring work. Write for your copy. 


“Proctor really knows its onions—when it comes to irons. Proctor’s been 
a leading contributor in the development of the modern electric iron... a 
pioneer in heat engineering for sixty years. (Every Proctor appliance fea- | 
tures the Proctor specialty—precision thermostatic heat eontrol.) That's | 
why my advice is—wait for a Never-Lift. It can’t be beat for labor-saving 

features and superior craftsmanship. We'll have ‘em soon. The big Proctor 
magazine ads will tell you when.” 


**DON'T WORRY, I'M WAITING... AND THANK YOU SIR’’— SHE SAID | 





a «ag Se a MERCHANDISING Typical Frankel Ground Clamps 


FRANKEL CONNECTOR CO. 
Proctor ELectriCc COMPANY, PHILADELPHIA 40, PENNSYLVANIA 25 Vestry Street ° New York 13, N. Y. 








114 ELECTRICAL WHOLESALING—March, 1946 
























Three Veterans Return 
To Herman Nelson Corp. 


a 
The Herman Nelson Corporation, Mo 


ne, Illinois, has announced the return ot 


FOR FOOL-PROOF SAFETY EVERY TIME 
IN CUTTING MOTORS FROM THE LINE, 
THIS FEDERAL RELAY DOES THE TRICK 


WITH THOSE WHO KNOW— 
IT’S BOUND TO CLICK! 


hree veterans to its staff. Lt. Coleman 
<ane, Midshipman Russell Taylor and Cap- 





iin James Hodges rejoin the company as 
‘roduct Application engineers. 

Mr. Kane, who is assigned to the branch 
fice in New York, was Engineering 
ificer on a Navy Destroyer. 


a ea or 


Mr. Taylor was released to inactive duty 







December, 1945, and has joined the Chi 
igo office of the Herman Nelson Corpora 
on 
Mr. Hodges with three and a half years 
ervice in the U. S. Army Engineering 

Corps has remained in Moline, Illinois 


Col. Lenk Re-elected 


Col. D. Allen Lenk, president and treas 
urer of the Lenk Manufacturing Co., New- 
ton Lower Falls, Mass., was re-elected to 
hose positions at a recent meeting of the 


FEDERAL 
board of directors. At the same time, 
M. A. Silverme ‘ lected vice *S1- 
ilverman was elected vice — OVERLOAD RELAYS 


dent in charge of sales, and Harry 





man, vice president in charge of production 


JOB AHEAD 


.and we're equal to it! 


STANDARD EQUIPMENT ON 





Each day we are shipping 
more for civilian use. 


DESIGNED FOR 
AUTOMATIC OR 
MANUAL RESET 





MAGNETIC 
MOTOR STARTERS 


Wherever overload protection is 
needed . . . whether on new or 
existing installations . . . Federal’s 
Overload Relays will provide the 
“plus-margin” of dependability gen- 
erally associated with Federal prod- 
ucts. Naturally, these relays are built 
into Federal Noark Magnetic Starters 
; ... but remember, too, that they‘re 
{" , available for your special appli- 
cations. Federal Overload Relays 





Diagram shown above 
illustrates Plunger 
(arrow) set for 
“automatic” reset. 





» 


Brean a 
Ly 


Plunger is set 
for “hand” reset 
in above diagram. 


Ennuenepeses 


v 
° provide conveniently located load 
and control circuit terminals, often 
imi} ¢ IS making additional terminal blocks 
|WIRE COMPANY, 1 unnecessary. 


1S Park Row, 
A New York City «<< FEDERAL ELECTRIC PRODUCTS COMPANY, INC. 


EXECUTIVE OFFICES: 50 PARIS ST., NEWARK 5, WN. J. + PLANTS: HARTFORD, CONN. - NEWARK, W. J. 


__ ee Tc CC eee 
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MARCH...THE MONTH wn" Zrade’Winde...um 


HOLDENLune 
CHAN'L-RUN 


A 








Ill winds that blow nobody good? 





No sir, the brisk March winds are 
/ Trade Winds far alert electrical 
contractors and the long, dark 
days ideal for the demonstration 
of indoor daylight with versatile 
HOLDENLINE CHAN’L-RUN 


fixtures. 







elde 
mount a 






NEW ITEMS? You'll See Them Soon! 


being carefully 
HOLDENLINE fixture designs are off the drawing boards, 
have been developed—now the engineers are putting them through 
their paces—carefully proving their right to join the line of fluores- 
cent fixtures that made HOLDENLINE a pioneer in engineered lighting. 


dramatic new 
samples 


They're pre-tested now. Yes, those 


Your wholesaler will gladly give you Bulletin B-54, or write to 


HOLDENuine COMPANY 


Pioneers tn Fluorescent 


1960 EAST 57TH STREET ° CLEVELAND 3, OHIO 
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Proctor Electric Co. 
Now Separate 


\ corporate s¢ paration of the Proct 

Company, Philadelphia,  fror 
Proctor and Schwartz, Inc., 
ary 1, 1946, was 


\\ alter M 


the electri 


effective Jam 


announced recently | 





Jr., president 
Proctor Elect: 


operating as a division of Pro 


Schwartz, 


company 


has been 


tor and Schwartz. 


The separation was considered desi1 


ible because of the completely differe: 


haracter of the electric company’s busi 


ness from that of Proctor and Schwart: 


Other factors that hastened the separ 


tion were the 550 percent growth of tl 


business for the electric company in tl 


past five years, and the need for complet 


freedom and flexibility of management 1: 


dealing with post-war reconversion at 


marketing problems 


The Proctor Electric Company feature 


small automatic heating appliances inclt 
ing the Never-Lift Iron, Dual-Automati 
toaster, Roast-or-Grille and Automat 
Wafftler. 
Management, plans and policies will cor 


tinue without change, Mr. Schwartz said i 


making the announcement, and he empha 


sized again that Proctor Electric’s recentl 
announced policy on merchandising will | 


observed in the future 


INCANDESCENT FLUORESCENT 


FLASHLIGHT 
BATTERIES 


CARTRIDGE 
FUSES 





SOLAR ELECTRIC 
CORPORATION 


WARREN, PENNSYLVANIA 
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New Representatives 
For Essex and Paranite 


W. D. Barnes and John W. Stewart have 
een appointed sales representatives on the 
‘acific Coast for both Essex Wire Corpo 
ation of Ft. Wayne, Indiana, and for that 


ompany’s Paranite Wire and Cable Divi- 





yn 

Mr. Barnes has his office at 55 New 
\lontgomery Street, San Francisco, and is 
esponsible for sales and distribution of the 
roducts of both companies in the northern 


rritory 





Mr. Stewart is located at 1032 Rowan 
wuilding, Los Angeles, and will cover the | 


uuthern territory. 


Okonite Move 
Cleveland Office 


rhe Okonite Company of Passaic, New 
ersey, will move its district office from 
Railroad Building, Cleveland, Ohio, 
Room 625 in the Engineers Building in 


the same city on March 1, 1947 


F. 5; Dahleiden, who is well known 





throughout the Cleveland territory, will 


ntinue in charge of the office which he 


is managed since its establishment in 





G & AZ, 
o qa &¢ ep 
are 







For superior mechanical strength 
and ease of installation, specify 
O. Z. Cast Iron Boxes... with con- 
fidence that they'll be OK: 

The close-grain cast iron used in 
their construction makes O. Z. Boxes 
stronger. They’re hot-dipped gal- 
vanized for maximum corrosion- 
resistance. Their surfaces can be 
easily machined on the job—or, as 
most users prefer, O. Z. will drill 
0.2. Electrical Products and tap them and install bosses to 
e f° Cast Iron Boxes your specifications. 
sai sf Solderless Connestors See for yourself the details that 

2 Condul: Painge make O. Z. Boxes superior—on 

* Cable Terminators : . 

every important count. Write for the 


* Grounding Devices : 
> Sewes Gannewen large, illustrated O.Z. catalog today. 


Scientifically built 

to link electrical 
NN energy in your 

products. 


Economical .. . de- 
> pendable quality 
always. 


Pure copper drawn 
to size in the 
ILSCO plant to in- 
sure precision. 


Fill out and mail for 48-page illustrated catalog. ‘ | 


7 


NAME 


Firm Name 


Address 








@ 8153 


ELECTRICAL MFG. CO. 


e ®© 262 BOND STREET - BROOKLYN,2 N. Y. 


REPRESENTATIVES 1 N PRINCIPAL 274.95 


COPPER TUBE 
& PRODUCTS, Inc 
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APPROVED 
INCANDESCENT 


LIGHTING 


The OAMCO line includes every size, style and type 


of reflector for indoor and outdoor use. Whatever 


your requirements are, you will find OAMCO reflec- 


tors engineered to do the job perfectly—designed 


for maximum lighting efficiency—manufactured for 


long years of service. 


OAMCO reflectors are 


approved by the Electrical Testing Laboratories and 
are in accordance with the RLM Standards Institute's 
specifications. Send today for our catalog #104-A 
showing the complete OAMCO line. Also available 


onrequest—Fluorescent fixture catalog #106, Farm- 


Lighting catalog +107. 








Dk i 





e See our new line of fluorescent fixtures 
that will be on display in Booth 68, Interna- 
tional Lighting Exposition at the Stevens 
Hotel, Chicago, April 25 to 30. 


OVERBAGH & AYRES MFG. CO. 


MEMBER OF THE Ri 
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M STANDARDS INSTITUT 
SFi SOUTH CLINTON STREEY: © EMLC AG © 


Price Increase Granted 
On Fluo. Transformers 


WASHINGTON.—The Office of Prici 
Administration has announced a price in 
crease factor of 6.3 percent for fluorescent 
transformers and of 14.4 percent for al 
other specialty transformers. 

The manufacturer may now place a nev 
ceiling price on transformers by applying 
the increase factor to a base price. The base 
price will be the last price charged for the 
transformer in the six months preceding 
Oct. 1, 1941. A second manner of reaching 
a new ceiling price would be for the manu 
facturer to use as a base price the publishe: 
list price for the six months period ende 
Oct. 1, 1941, or an “in line” price approve: 
by the OPA. 

If improvements and modifications whic 
increased the cost have been made in th: 
transformers or a new transformer pri 
duced, the manufacturer may propose a ne 
price for approval by the OPA. 

In order to follow this new price pro 
cedure a manufacturer in business in 194] 
must have had “in line” prices approved b 
the OPA. If not, the manufacturer wil 
use the pricing procedure for machiner 
items in general by which “in line’ price 
are provided by the OPA. 

Most transformers other than radio are 
included in specialty transformers 


PROFITABLE 


Opportunities for you 
with 


AUTOMATIC 
TIME CLOCKS 


Windew Lights . . . Eleetrie and Gaseous Tube 
Signe . . . Apartment and Hetel Hall Lights... 
Bilibeards... Fleed Lighting... Peultry House 
Lighting... Linetype Machines... Pumpe and 
Meters... Electric Refrigerater Defresting... 
Time Leck Safes and Vaults... Street Lighting 
Systems... TraMfle Signals... Signal and Alarm 
Systems... Appilanee Outlets. ..Water Seften- 
ing Equipment . . . Advertising Displays . . 
Ventilating Systems .. . Attle and Exhaust Fane 
. Electric Fountains . . . Alr Conditioning 
Equipment... Elestrie Het Water Meatere.. 
Compressers.. . Ol! Well Pumps... Battery 
Charging . . . Sprinkling Systeme . . . Alrpert 
Lighting... Chureh Bulletin Beards... Diera- 
mas... Coal Stekers . . . Time Signals. . 
Chemleulture . . . Paint Agitaters... Blowers 
.. Yard Lighting Systems . . Bulletin Sears 
- Heat Treating... Paneramas - « « Con 
veyers . . . Suburban Rallway Station Platterme 
o.8e Chime Systems . . . Electrie Cookers... 
Factory Lighting... Elestrie Glue Pete... Perk 
and Playgreund Lights... Gas and Ol! Heating 
Equipment . . . Plastle Melding . . . Seleneld 
Valves . . . Greenhouse Lights. 


Write for Information 
and Discounts 


AUTOMATIC 
Electric Manufacturing Co. 
TIME SWITCHES—FLASHERS 
MANKATO @ MINNESOTA 


RS = ee Vv 
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In sales of fluorescent transformers to 
manufacturers the latter may now add to 
their 1941 price the dollar-and-cent amount 
of increase in their costs resulting from use 
by manufacturers of the increase factor. 

Retailers must absorb the increased costs 
resulting from higher prices. When selling 
to retailers, manufacturers may add 70 per- 
cent of the dollar-and-cent amount of in- 
crease, while retailers must absorb the 


balance 


Noma Buys 
Doll Company 


Announcement recently by Henri Sa 
dacca, president of Noma Electric Corpora- 
tion, of the purchase of Fleischaker and 
Baum, Inc., and its affiliate, Effanbee, Inc., 
manufacturers of dolls, has aroused much 
interest in the trade 

The cash transaction involved more than 
ne million dollars and covered all assets, 
trade-marks, patents and properties of the 
doll companies. Mr. Sadacca stated that 
the management and policies of Fleischaker 
and Baum would remain unchanged. 

This is the third major expansion step 
taken by Noma in the past two months. 
In January Noma bought Refrigeration 
Corp. of America, and in December the 
Estate Stove Company of Hamilton, Ohio 





FOR 
IMMEDIATE 
SHIPMENT 
JACKSON 


VAPOR PROOF UNITS 


now made in Aluminum 











No. 2800-2804 No.2802 


@No. 2800 has a cast aluminum hood 
tapped for 12". pipe. For 60-100 watt 
lamp. 

@ The 2804 for 150-200 wat lamp. 

®@ The 2802 is an outlet box type and can 
be mounted on either a 314" or 4” box. 
For 60-100 watt lamp. 

@Sold only thru Electrical Wholesalers. 

® Manufacturers of Lighting Equipment. 


JACKSON 
ELECTRICAL COMPANY 
900-910 W. Van Buren St., Chicago 7, Ill. 











The PLAN Behind The PRODUCT? 








PROTECTED Profits! 
Aggressive PROMOTION! 
Distinguished DESIGN! 





the NAME WOMEN KNOW! 


Liven housewares sales with this cone 
sumer-accepted “best seller”! Fair-traded 
for FULL profits, backed by potent 
advertising in leading magazines, made 
with PYREX brand glass—and priced 
LOW to sell QUICKLY. 








Cina ciass BY ITSELF! FREE! 
ADP) vwkcn sey seins 


again ; 
The biggest “LITTLE” thing risen thane 
in coffee makers! Can't fall : em 
out; no cloth or paper; virtu- TELLS the 
ally unbreakable; fits ALL ee oe 
standard makes. It's R-E-l) MAKES the 


HOT! sale! 
VACULATOR CHICAGO 6, U.S.A. 



















Another 
BELL SOUND “Seller” re 


@ This all-new amplifying and record-playing unit engi- 7 * , 
neered by BELL leads with many of the features long | FE A TUnaS 
sought by industrial, commercial, and other users. At- >  @ ¥gim; Desk-type Micro- 
tracts immediate buyers for use at sales meetings, ex- | phone, oer: 

hibits, auctions, conferences, demonstrations, recrea- 7 
tional activities, music and special events, private parties, | ™ 
fraternal and social meetings, and other group gather- 7 





ings. It whispers or shouts with equal clarity and pre- ““‘Foratable Pays re 
sents peak performance always at moderate cost. Al- Record or 16-inch 
though combining wide range and heavy-duty utility, 7 - ‘Transcription 

ca 


this compact Phono-P.A. System is neatly arranged in © ah. goalig 12-inch 
one complete, easy-to-carry, handsome case only 13” with 25-ft. 

x 19% x 20”. For attention-getting speech and music § f 

coverage, this Model 2078 unit is universally practical. _ © Ful 25-watt Power. 


Write for details! - Sige ee 


BELL SOUND SYSTEMS, INC. 
1197 Essex Avenue . Columbus 3, Ohio 
Export Office: 4900 Euclid Ave., Cleveland 3, Ohio 
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S HOUSE BRACKETS 





NAIL KNOBS 


A= 


oS ee 


| 
if 





ELECTRIC FENCE 


INSULATORS fae wl 


Send for samples 
...and compare 
Universal quality. 


THE UNIVERSAL 
CLAY PRODUCTS CO. 








1549 East First St., Sandusky, Ohio | 
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Named Distributor 
For Sterilamps 


The Pennsylvania Ultraviolet Company, 
with headquarters at 717 Highland Build- 
ing, Pittsburgh, Pa., has been appointed 
Sterilamp distributor in the tri-state area 
of Western Pennsylvania, Eastern Ohio 
and Northern West Virginia, according to 
an announcement by Charles W. Flood, 
Ir., manager of the Westinghouse Steri- 
lamp department, Bloomfield, N. J. 

fhe new Company, operated in partner- 
ship by brothers, Cooke Bausman, Ut.. and 
Sanford Bausman, will serve as a sales 
and engineering firm, planning and _ speci- 
fying bactericidal ultraviolet equipment for 


+ 


yroduct and personal protection in offices, 
stores, restaurants, theaters, manufacturing 
establishments, farms and homes, Mr. 
Flood said. The firm’s territory is bounded 
by Erie, Pa., Youngstown, Ohio, Whee 
ling, W. Va., and Altoona, Pa 


ASSOCIATION NEWS 





BALTIMORE—tThe Electrical Manu 
facturers Representatives Association, 
Inc. of this city elected the following 
officers for 1946 at its regular meeting 
held on January 25: 

President, Frank ( Sutts; vice presi- 
dent, H. S. Farmilo; treasurer, J. Ver- 
non Letmate; secretary, R. G. Mont- 
gomery. Executive Committee: F. A. 
Leser, chairman; Murray Nelson; Sam 
Masland 

Secretary Montgomery attended a re- 
cent meeting of the Electric League of 
Norfolk, Virginia—an active group of 
contractors, dealers, appliance houses, 
jobbers and utilities. Meetings of this 
association are usually held every sec- 
ond Tuesday of each month at 6:30 
p. m. at the Country Club. 

During the past year, the EMRA has 






TURN 

ANYTHING 
RO ELECTRICAL 
CLOCK, ON & OFF 
REGULARLY 


‘The TORK CLOCK CO., Inc. | 


MOUNT VERNON, NEW YORK 
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BURGESS 
service stripes! 


“Readers realize that these 
famous Burgess black-and- 
white stripes symbolize service! 
What's more, they recognize 
and remember Burgess ads in 
monthly issues of The American 
Magazine and 23 other favorite 
publications. 

And a steady ad series in best- 
read trade magazines keeps your 
dealers Burgess-conscious!”’ 


Says 
HOMER G. 
SNOOPSHAW 





BURGESS BATTERY COMPANY 
FREEPORT, ILLINOIS 






YOUR FLASHLIGHT 


BURGESS 
BATTERIES 


RECOGNIZED BY THEIR 
STRIPES * REMEMBERED 
BY THEIR SERVICE 

















Mc 











perated with the Electrical Contrac- 
;’ Association of Washington, D. C 
supplying speakers (ten in all) at its 
thly meetings. At one of these meet 
recently, Jack Brosman, EMRA 
ber, spoke to the contractors on 
ubject of “Panel Boards.” Since Mr. 

| man’s speech, a new arrangement 
been decided upon whereby the 
ker can present his product exclus 
instead of along a general educa- 


tional line. This means that a speaker 
may present his product, samples, etc 
in an ethical manner to the exclusion 
of other similar lines 


CHICAGO—W. :¥ Reace, vice presi 
dent of the Commonwealth Edison Com 
pany, has been re-elected president of 


t 


the Electric Association of Chicago for 
1946. Other officers elected are Fred 
T. Whiting, vice president of Westing 
house Electric Corp., treasurer; and A 
A. Gray, secretary. 

The Electrical Maintenance Engineers 
had one of the biggest nights in their 
history when Roscoe H. Smith, secre 
tary of the Reliance Electric & Engin 
eering Co., took a rapt audience on a 
hotoview tour of the European the 
ter of war at a recent meeting. Smith 
s returned recently from a_ 13-000 
mile trip abroad which took him through 
Germany, France and Italy as a scientific 
onsultant for the U. S. Government 

The members of the Electric Associa 
tion recently also had the opportunity 
f previewing some of the sound-slide 
material from the “Basic Sales Train 
ng Course” prepared by E. E. I 
N. E. W. A. The meeting was opened 
vith a few welcoming words by Major 
Gray and a brief talk on the general 
benefits of sales training by A. J. Mc- 
Givern. 

Robert C. Hill, manager of the Ap- 
pliance Division of the N. E. W. A., was 
then introduced to the members in at- 
tendance and from there on, he capably 


carried the ball 


CLARKSBURG, W. VA.—The Central 
West Virginia Electric League, a new 
rganization, held its first regular meet 
n January 24 at the Waldo Hotel 
e speaker was A. W. Anderson of 
Pittsburgh, Pa., branch manager of 
Square D Electric Co., who conducted 
pen forum following his address. 
e group is composed of manufactur- 
er representatives, distributors and 





Dapendabilly NING; 


You can count on complete customer satisfac- S 0 l ) E ” | N G 


tion from DRAKE Soldering Irons. Backed by 
25 years of soldering iron manufacturing ex- IR 0 N S A N ) 
perience DRAKE Soldering Irons have built 

a reputation for quality that makes them dis- 


tinctly preferred by fast-producing American SOLDER POTS 


industry. 










Drake Has An 
Iron for Every Purpose 


Write for Illustrated Literature 
on the Drake Soldering Line 


DRAKE ELECTRIC WORKS, INC. 


3656 LINCOLN AVE - CHICAGO 173, ILL. 
LIGHTING UNITS 


The Right Line for any outdoor 
installation - ------- 


Outdoor lighting is becoming increasingly more 
important and this means more business from the 
sale of proper units. QUAD can bring a good 
share of that outdoor lighting business your way. 
We have units for most effective lighting of in- 
dustrial grounds, warehouses, loading platforms, 
playgrounds, city parks, driveways, garages, ex- 
teriors, and farm yards. 

Regardless of the need, there is a QUAD unit 
ideally suited to the application. QUAD units 
produce the quality and quantity of lighting to 
; best suit your customers’ requirements. 

We have a very complete catalog of all QUAD 
lighting units—get your copy and get your share 
of this good business. 


QUADRANGLE MFG. CO. @> 
| 32 S. PEORIA STREET hig ~~ 


Chicago 6, Illinois | 
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| , Best Sellers. ' 


TRICO Distributors have the advantage of being in 


position to meet all customers’ demands for Fuses, 





Accessories, Lubricating devices and Air Guns. 


@ Every call produces the greatest sales 
and profits. 


Repeat business is profitable business. 


"Thru the 


protects profits. 


@ Exclusive Wholesaler’ policy 


@ National Advertising creates confidence 


and quick acceptance. 





@ Sound sales policy provides ample profit 





margins. 








For greatest sales and profits 
STOCK and SELL... 





UALITY’’ 


TRICO FUSE MFG. 
MILWAUKEE 12, WISCONSIN 











“es 
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ee 
The Champ of Inter-Comm Has An 


Unbeatable Sales Punch! 


Talk-A-Phone “Has Everything” and everything is at the peak 
of perfection. When you make that statement, and back it up 
with actual performance, you deliver a snappy, persuasive 
sale’s presentation that just can’t be topped. 


Talk-A-Phone 


the world’s most advanced and complete line of inter-communi- 
cation, provides units. espe- 
cially engineered to meet the 
widest possible range of re- 
quirements. Every prospect is 
a potential customer and 
every customer is supremely 
satisfied. You do a thriving 
good business and build price- 
less good will. 





Write for details and catalog, 
today. 


Talk-A-Phone Mfg. Co. 


1512 So. Pulaski’ Rd. Chicago 23, III. 
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their representatives, electrical cont 
tors, the Monongahela Power Com; 
and electrical dealers 


The 


marily, to keep its 


purpose of the league is 
members poste 
various trends and developments ir 
electrical field, and stimulating const 
tive local cooperation. 

The officers who have been chos« 
date include Harry B. Moore of E] 
president; and C. H. Wilson of Cl 


burg, secretary 


DETROIT—At the Annual Meeti: 
the Electrical Association of Detroit 
at Fort Shelby on January 18, 182 1 
bers and guests enjoyed a really 
banquet. 

First, the new governors for 1946 
For the 
\ndrew 


introduced 
Harlan 
distributors, appliance and radio, ] 


F. Johnson and S. C. 


contractors, ( 


and Rogerson; for 


Caswell; for 


engineers, ach. design and researcl 
W. Saltz and V. C. Wagner; for 
engineers, com. and ind. mainten: 


LL. Verne Ansel and John Stewart 


the electrical inspectors, C. J. Scho 
ye! ind Rav Rider: for the elect: 
and radio specialists, Patrick Hags 
and J. P. Davenport; for the mani 
turers, George Black and A. A. 7 
sen; for the manufacturers agents, 
liam E. Hawkins and J. S. Ecclest 
for the utilities, C. C. Munroe 
George W. Krauel; for the suppl 
wholesalers, W. T. Hoffman and H 


McConnell. 


Then the new officers for 1946 
presented: H. I. McConnell, presid 
V. C. Wagner, vice president; J. S 


clestone secretary; C. C. Munroe, tt 
urer 
introductions of 


Following the 


officers, a very fine report 


president A. A 
the 


was 2! 
by past logesen 
entir¢ 
the 
chairmen of each of the various com: 
but 


activities of 


reviewed year’s activity 


Following treasurer’s report 
interesting r¢ 


the 


tees gave a brief 


on the past commit 
and 


Mr 


president, 


outlined future plans 
McConnell, the Association's 


took the meeting 


to be discussed 


then 


for “new business” 


With the “old business” and 
business” over, the entertainment 
the evening then began 


KANSAS Cry The Electric \sse 
tion ot Kansas City in cooperation 
the Kansas City Restaurant Ass'n 
tail Druggists Ass’n., Hotel Ow 
\ss’n., and the Kansas City-Miss« 
and Kansas City-Kansas Retail Gro 


March. 
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16 








Ass’n. recently joined in presenting Col- 
onel Paul P. Logan, noted Army Food 
Specialist, who discussed the subject 
“Quick Frozen Foods .. . Electronic 
Cooking.” 

Col. Logan’s work in the Army 
yrrought him constantly in contact with 
all major food processing organizations, 
commercial laboratories, and leading 
iniversities. He was able to give those 

attendance the latest information in 


food processing of the future 


MILWAUKEE—In response to sugges 
tions from several members of the Wis 
onsin Radio Refrigeration & Appliance 
\ssociation of Milwaukee, a_ general 
uncheon meeting was held recently at 
the Hotel Knickerbocker. This was the 
first real get-together since the war's 
end and was also the first of a series 

regular association meetings to be 
held this year. The program consisted 
of a round table on the subjects of cur 
ent interest such as: The outlook for 
volume appliance merchandise; dealet 
apportionment of present merchandis« 
supply; and OPA regulations 

Ralph E. Lovdal, district manager ot 
the Westinghouse Supply Co., was 
elected president of the Electrical Leagu: 
of Milwaukee at its annual meeting on 
January 17. He succeeds W. H. Roth 
| F. Westley of the Northern Supply 
Co. was named vice president, and Nels 
Christopherson was re-elected secretary 
Tr. H. Desmond, of Westinghouse, is 
the treasurer. Adequate wiring and all 
electric kitchens will be the promotion 
aims of the League this year 

The Electric Company's All Industry 
meeting very effectively featured the fig 


ure “7.” And it very dramatically pre 
sented to the usual big crowd the 7 gen 
eral services which electrical appliances 
render the home: 1. Food Preservation 


2 Food Preparation. 3. Comfort and 
Health. 4. Safety and Protection. 5 
Entertainment-Education. 6. Sanitation 


ind Cleanliness. 7. Lighting. (The vari 
us appliances under each of the seven 
groups are set forth in a booklet, “Low 
Cost Electrical Service in the Home,” 


vhich was distributed at the meeting.) 


NEW ORLEANS—The February din 
er-meeting of the Electrical Associa 
ion of New Orleans was held under the 
irection of Vice President G. J. Putnam 
f the Wholesalers, Utilities, and Manu 
icturers Division 

“Pioneers of the Electrical Industry” 
ho had received 50-Year “Golden An 
iversary” Certificates in the past, at 


ended this meeting as guests. (More in 
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“ADVANCE” BALLASTS EXCEL 
IN QUIET OPERATION, high efficiency 
performance, low replacement cost and long life.. They permit 
easy installation in fixtures where only a limited space is 
allowed for ballasts. Designed by expert lighting engineers 
and approved by Underwriters Laboratories, “Advance” bal- 
lasts are the answer to all fluorescent lighting problems. 
LARGE MANUFACTURERS OF LIGHTING FIXTURES 
USE “ADVANCE” BALLASTS—so insist on this quality 
ballast on the equipment YOU buy. 





DEPT. - W 


ADVANCE Transformer Company 


1161 W. Mefison Street Chicago 7, Ill. 








neon Thame 


_HEXACON 4 hefing oa 
The job dl Western Electric 
ee “BALANCED HEAT” = 


reduces excessive tip replacements 


"The trend in industry towards HEXACON irons is indicative of their 
dependability. Noteworthy is their use by Western Electric Company. 





~~ 


Rugged construction, flow power consumption, and the application of 
“Balanced Heat” principle of construction, actually increases soldering 
efficiency substantially. Costly tip replacements and element burn- 
outs are minimized because hexagon-shaped barrels dissipate 20% 
more excess heat when irons are used intermittently. 


Literature describing the complete HEXACON line—from 40 to 700 
watts, and with tip diameters ranging from 14” to 134”— on request. 


HEXACON ELECTRIC CO. 


146 WEST CLAY AVE., ROSELLE PARK, N. J. 
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FOR FLUORESCENT 
CIRCUITS 









| | 
Operates on 118 V 
50-60 Cycles. 


Built on solid engi- ; 
For use with 


FLUORESCENT 
LAMP CIRCUITS 
RADIO FILTERS 


neering ideas and 


Fully Guaranteed. 


An Underwriters’ and other 
Leb ' : ELECTRICAL 
nee es ee APPLIANCES 


Approved product. 


Whenever Fluorescent Light Cir- 
cuits cause trouble with Radio 
Reception, ATLAS NOISE SUP- 
PRESSORS come to the rescue... 
Your Dealer and Service trade 
will Order and Re-Order them. 


as NOISE 


SUPPRESSORS 


Lists at 8 8c—Jobber’s Net Price 44c F.O.B.—N.Y. 


Packed 6 or 10 to a carton 


Order Now for Quick Deliveries 


ATLAS CONDENSER PRODUCTS CO., 548 Westchester Ave., New York 5£ 








Cross section Show- 


E-M-T-UP THE QUICK WAY 
Luni Two Squeezes and its Set 


TWO QUICK SQUEEZES give you Finer, 
Faster Conduit Connections. B-M Fittings 
do away with the twisting, turning and 
tightening of nuts and save you valuable 
time and materials. Then too, they are 
stronger, neater and much easier to work 
with in tight places. Start using B-M 
Fittings today. Have more satisfied cus- 
tomers—more profits from each job! 

(All B-M Fittings carry the Underwriters 

Seal of Approval) 








DISTRIBUTED BY 


The M. B. Austin Co., Chicago, Il. 
Clayton Mark & Co., Evanston, IIL. 
Clifton Conduit Co., Jersey Cy., N. J. 
Gen, Electric Co., Bridgeport, Conn. 
The Steelduct Co., Youngstown, Ohio 
Enameled Metals, Pittsburgh, Penn. 
National Enameling & Mfg. Co., 
Pittsburgh, Pa. 
Triangle Conduit & Cable Co., 
New Brunswick, N. J. 














CO. + Galva, Ill. 











formation about this meeting will prol 
ably appear in one of our forthcomin 


issues. ) 

Adequate Wiring Bureau 
CHICAGO—The National Adequat 
Wiring Bureau held an exhibit at tl 


postwar victory convention and expos 
tion of the National Association of Hon 
Builders, Stevens Hotel, Chicago, Fel 
ruary 25-28. 

To coordinate the New Orleans Elk 
trical Association’s promotion with tha 
of the National Bureau, it was suggeste 
that the members advise builders in thei 
area that: 

“1. Our organization is 
at Chicago through its affiliation wit! 
the National Adequate Wiring Bureau 

“2. That they visit the National Ad 
quate Wiring Bureau display in spac« 
133 and 134.” 

A Wiring Conference was held in th 


represent 


interest of providing an opportunity fo: 
electrical people to exchange ideas and 
information about local and _ nationa 
wiring programs. 

from the Nationa 
Adequate Wiring Bureau operating con 
staff 
during the four days of the convention 


Several members 


mittees and were in attendanc: 
Builders who asked for specific informa 


tion on wiring were referred to the ele: 


trical industry group in its particulai 
area 
PHILADELPHIA—tThe Electrical As 


sociation of Philadelphia recently an 
nounced plans for conducting locally fo 
the benefit of industry members the 
‘Basic Sales Training Course,” prepared 
by Edison Electric Institute in cooper 
ation with the National Electric Whole 
salers Association. 

The Electrical Association announced 
the course to all electrical dealers in the 
five-county territory in which the asso 
ciation operates. The dealers promptls 
made evident their enthusiastic support 
of the project by a registration of 273 
enrollees. A waiting list of 73 is stand 
ing by and will form a nucleus for a 
second series of classes upon the com 
pletion of the currently operating series 

The total enrollment of 273 has bee: 
divided into ten classes of 27. Eac!l 
class will be conducted by a competent 
classes will meet 


instructor. The ten 


weekly as follows: three classes o 
Monday evening; three classes on Tues 


Wednesda 


evening; and three classes on Thursda 


day evening; one class on 


evening. 
The following wholesaler and distril 
utor members of the Electrical Associ 
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tion are sponsoring the sales. training 
ourse: | 
Judson C. Burns; Philip Cass Co.; 
entury Radio Co., Inc.; Colonial Elec 
ric Co.; Elliott-Lewis Electrical Co., 
c.; W. C. Fleck & Bro., Inc.; Franklin 
lectric Co.; General Electric Co. (Phil. 
\ppliance Distr. Div.); General Electric 
supply Corp.; Germantown Electric 


Supply Co.; Graybar Electric Co., Inc.; 





Lindley Electric Supply Co.; Monitor 


\ppliances, Inc.; Motor Parts Co.; | 
Novelty Electric Co.; Peirce-Phelps, 
ne.; Philadelphia Distributors; Phila 
elphia Electronics, Inc.; Philadelphia 


Wholesale Distributors; Philco Dis 
tributors, Inc.; J. J. Pocock, Inc.; Ray 
mond Rosen & Co.; Rumsey Electric 
Co.; Slap & Lasky; Supple-Biddle Co.; 


rilling & Montague; West Philadelphia T be U S T W O nt T H Y 





Klectric Supply Co.; Westinghouse 
ectric Supply Co PERFORMANCE 
Lighting Group Activities IN 


The Lighting Equipment Manufactur SOLDERING IRONS 
ers Group of the Electrical Associa- BLOTORCHES 
tion of Philadelphia, with J. William SOLDERS 


Black, Westinghouse Electric Corp., as 


hairman, anticipates an extremely active : mamma 





has Ask any user — check with any seller 
rhe educational campaign on commer — they'll tell you LENK leads in sales 
cial lighting which was initiated in the and profits. x * va 
summer of 1945, will be continued over THE MFG. OMPAN 
NEWTON LOWER FALLS 62, MASS. 
into 1946. 
it : 4 * * snufocturers of Soldering Equipment Si 9 
\n additional mailing piece to follow By ee ee eee eee 
up the original booklet, “Lighting or 


Just Plain Luck,” which was mailed to 


20,000 commercial customers in the five *COL 
county territory, has been approved and OVOLT COLD CATHODE 
will be released in the early spring. 
he Educational Committee of the INDUSTRIAL FIXTURES 
Lighting Equipment Manufacturers 
Group is planning a series of spring 
lectures for the 1946 sessions of the 
Philadelphia Lighting Forum. j eg ee 
Contingent upon whether equipment : . . LOW VOLTAGE 
available, the lighting group plans a . , - : 
comprehensive lighting exhibit of one 
week’s duration next September. The 
exhibit will include displays of all types 
lighting and will be open to general 








ublic 
8 feetlong - alfsteel 
‘ Here is the new Colovolt i stri ilure Dg 
SALT LAKE CITY—Members of the s the new Colovolt industrial cept for failure due to breakage are 
a i: ita” £ bays xture, one of a complete line of in- extra advantages of the Colovolt Cold 
Ss wee eevee dustrial and commercial “packaged” Cathode low voltage fluorescent 
rmerly the Electrical League of Utah, units. Equipped with the standard 93" lamp. The long life expectancy of 
lected O. R. Bigelow, buyer in charge Colovolt 10,000 hour lamp, Colovolt Colovolt lamps may be realized even 
the home appliance department of the | fixtures may be used singly or incon- when constantly turned on and off, 
aris Company Department Store, as | tinuous line lighting in multiples and pre-scheduled re-lamping, with 
ae oo i Gatien ton tek Me of 8 feet. Instantaneous starting, no no Joss of production or time, is now 
esiae oO e association To ) b t 


. O H Bart flickering, guaranteed for 1 year ex- possible with Colovolt installations. 
velow succeeds ) sarliow 


— —- *Trade mark regis- Contact your electrical wholesaler or job- 
New first vice president is FE. | , , : - : 
Ve tered U.S. Pat. Of. ber, or write us for full details and prices. 
| 


 ickcalack <x dca Meet A GENERAL LUMINESCENT CORPORATION 


cretary-Treasurer is J. F. McAllister, 688 S. FEDERAL STREET CHICAGO 5, ILLINOIS 





izier, district manager, General Ele: 


Co. New second vice president 1s 
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TRIPLOC 


plugs and 
receptacles 





ee 


1, 2, 3, 4,6, 8 pole Interchangeable contact units 


| contact units, 
1 to 8 poles, can be assembled in stand- 
ard plug shells and receptacle housings 
to make any desired unit to meet in- 
dividual requirements for any portable 
electrical equipment. The protected fe- 
male contact unit can be assembled in 
either plug or receptacle for safety in 
the line side of the circuit. Fusible types 
and units with one pole grounded are 


also available. 


Automatic bayonet lock with either 
manual or combination manual and 
automatic release protects equipment 
and wiring. Wide range of plug shells, 
receptacles and cord connectors avail- 
able in the complete Triploc line, rat- 
ings up to 20 amperes, 250 volts D.C., 
460 A.C. Consult your Pylet catalog for 


complete listings. 


THE PYLE-NATIONAL COMPANY 


1352 N. Kostner Avenue, Chicago 51, Illinois 
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Utah Power 


Strong was re- 


residential sales, 


Elias J 


manager. 


manager, 
& Light Co 
tained as 

Directors elected representing whole 
Stanley \ 


salers are Kk E. Brazier, 


Lakin 


and G. Wayne Stillman; repre 
senting contractors, Arnold Sieverts, 
tml FF. Bluhm and John G. Jacobs; 
representing dealers, Morgan Sorensen, 
O. R. Bigelow and George Herrod; rep 


Barlow, W. A 


Earl. 


resenting utilities, O. H 


Hu Kills and George B 


MORE FACTS 


ON PRODUCTS 





Appliance Store Modernization—West 
inghouse has made available to its deal- 


ers a group of store modernization ideas 
in a brochure called “The Look Book” 
in which the fundamentals of good store 
display, including store fronts, interior 
displays, service areas, truck painting 
and 10 complete store plans are ex 
plained and illustrated in color. West 
inghouse Electric Corp., Mansfield, 


Ohio 
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Specialists in 
SODERING 
BRAZING 
WELDING 











: — i 


L. B. ALLEN CO., Inc. 
6701 BRYN MAWR AVE. 
CHICAGO 31, ILL. 









REPRESENTATIVES 
WANTED 


Would like to contact salesmen who call on 
bona fide electrical and hardware distributors 
to open up accounts on our Color Band Self- 
Identifying Open Type Elements for replace- 
ments on ranges, hotplates, toasters, etc. This 
is a very profitable quick turn-over shelf item. 
Protected territories Now available: Atlantic 
States, Central and Southern States and Rocky 
Mountain States. 


Write 
Midget Heater Company 
Care Color Band Coil Dept. 


2801 Pacific Ave. Tacoma 2, Washington 















WIDE OR NARROW NECK 


DE LUXE GLASS 
COFFEE VAC 
\ 


HAND DECORATED 


HE war is 
won!...now 
... product by 
product, White 
Cross Electric 
Table Applian- 
ces are march- 
ing back, greater than ever. Now 
available are the smart, convenient, 
gas or electric, wide or narrow neck 
Coffee-Vac models shown above. 
These efficient and luxurious 
coffee-makers come to you in eight 
cup size only... wih latinum 
banding...wide-neck models com- 
plete with hinged decanter cover 
and double-purpose top cover 
with funnel holder of attractive, 
durable bakelite... Specially 
designed features insure tight seal 
and perfect vacuum. Full-flavor, 
full-strength every time. Clean, 
easy, fast filtration... THESE ARE 

NOW AVAILABLE! 
NOTE: Narrow-neck models 


are similar to those illustrated 
above— but less decanter cover. 


x kk 


WHITE CROSS Preview 


As materials and facilities become available, 
White Cross will offer an all-star production 
including our best ‘‘performers’’! 


* THE AUTOMATIC POP-UP TOASTER 

* HIGH SPEED HOT-PLATES 

* 1000-W LIGHT-WEIGHT 
AUTOMATIC IRON 

* Waffle Irons * Sandwich Toasters 


And many brand new products for greater 
convenience, service and freedom for America’s 


homemakers 


White Cross Delivers the Trend of 
Tomorrow... Today! 


LEADING JOBBERS EVERYWHERE 


NATIONAL STAMPING 
& ELECTRIC WORKS 


3218 W. LAKE ST., CHICAGO 24, ILL. 
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mA) a 
Make Money 


WITH 


TOASTSWELL 
TOASTERS 


ES, you'll be making some real 

profits this year with TOASTS- 
WELL—for every housewife wants 
this Super-Silent, Fully Automatic 
Toaster that makes such amazingly 
delicious toast, with all slices toast- 
ed absolutely uniform. 


TOASTSWELL Toasters—and 
TOASTSWELL Sandwich Toasters, 
Food Warmers and Waffle Bakers 
-will be Nationally-Advertised, 
too—for your easy sales, quick 
turnovers and good profits. 


THE TOASTSWELL COMPANY 
620 Tower Grove Ave. * St. Louis 10, Mo. 












you LooK AT IT 


Y 
~ & EITHER WA oe “TOAST- SWELL 


*TOASTS-WELL 


; . . y; Beat * 























Plugs and Receptacles—The first re 
vised edition of Type “AP” Bulletin has 
been published by the Cannon Electric 


Development Co., Los Angeles, Calif 
Phe 12-page catalog lists five plugs and 
three receptacle type tttings Besides 
in extensive information section, there 
are dimensional sketches, photos, and 
application views Dust caps are also 


illustrated. 
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Resistors—Bulletin No. 126 presents 
Chicago’s Ohmite Manufacturing Com 
pany’s line of resistors. Continued in 
the bulletin are illustrations, specifica 
tions, and list prices of the Type 81 
and 71. Series 82, 83, 84 and 90 Riteohm 
precision resistors. 





REPRESENTATIVE WANTED 


Established representatives 
wanted by insulated wire man- 
ufacturer. Experience and fol- 
lowing in the wholesaler and 
major industrial fields essen- 
tial. Advise exact territory be- 
ing covered. Box 31— 
ELECTRICAL WHOLESALING 

330 West 42nd Street, 
New York 18, N. Y. 








Recommend and feature 
NALCO iNrrareo LAMPS 


for Radiant Drying 
and Heating 





Infra-red radiant drying is one of the fastest mov 
ing branche of the electrical business today and 
Nalco Dritherm Lamps are in great demand be 
5 t lependable and they're advertised na 

ms — 
iY and p request 


qi: NORTH AMERICAN 


Electric Lamp Co. 
1034 TYLER ST., ST. LOUIS 6, MO 














e WANTED 
DISTRIBUTORS 


We are interested in taking on dis- 
tributors in any part of the country. 


We manufacture a Super-Expansion 
Wall Anchor with a holding capacity 
which has proven to be one of the best 
on the market. 


Write us for an appointment. 


S-A MANUFACTURING 
11080 GRATIOT AVENUE, 
DETROIT 5, MICHIGAN 
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Switch? 
Gy Pas 


FOR ENDURING 
SERVICE 





@ If you need switches — for 


residential or industrial use or for 
special appliance applications 
consult your P&S Catalog. All 
precision-made — all backed by 
over 50 years’ experience in the 
manufacture of wiring devices. 
Send for your copy of our No. 
42 Catalog. 


Sold Thru Electrical Wholesalers 


PASS & SEYMOUR, INC. 
SYRACUSE 9, N. Y. 

















128 





Designed for 
dependable 
performance 


SIGNAL ELECTRIC MFG. CO. 
MENOMINEE, MICHIGAN 
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For Motor-Running Protection 
—A THERMAL CUT-OUT 





For Short-Circuit Protection 
—A FUSE 


To make fuse business MORE PROFITABLE 
—tell fuse users about FUSETRONS 


* 


* 
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User can get many kinds of protection, heretofore 
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} 

ay 
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Laborator 


Entirely wipe out needless blows caused by motor 
starting currents or other harmless overloads. 


Fusetrons have tremendous time-lag. They hold 500% 
load more than 10 seconds whereas most sizes of ordinary 
fuses blow in less than one second. They won't open on 
starting currents or harmless overloads (heavy overloads 
for a short time or light overloads for a longer time). 
Fusetrons won't shut down a circuit needlessly. They 
open only when something goes wrong. 


Give Thermal Protection to Panelboards and Switches 
_ The thermal cutout in the Fusetron will open whenever 
its temperature reaches 280° F. Thus if poor contact heat 
develops from any cause the Fusetron cuts off the current 
before damaging temperatures can be reached. 

Ordinary fuses can’t so protect because the temperature 
of the link must reach 786° F. before it will melt out. 

With Fusetrons you are warned that a minor maintenance 
job is needed instead of having panel or switch damaged 
or destroyed by poor contact. 


Prevent Needless Blows caused by Heating in Panels 
and Switches 

Fuses have 55 to 140% greater electrical resistance at full 
load than Fusetrons, hence Fusetrons produce less heat than 
any fuses. They operate cooler and eliminate useless shut- 
down troubles caused by fuses running too hot. 


Permit use of larger motor or adding more mofors on 
circuit WITHOUT installing larger switch or panel 


The operating load on Fusctrons can be close to their 
ampere rating because Fusetrons hold starting currents. 
But ordinary fuses must be installed oversize because they 
lack sufficient time-lag to hold starting currents. 

By replacing oversize fuses with Fusetrons, you can load 
panels or switches near their capacity. A larger motor or 
additional motors can be installed without the trouble or 
expense of changing the panel or switch. 


On new installations, PROPER size switches and 
panels can be used instead of OVERSIZE 


With ordinary fuses, switches and panels must be over- 


Delay may cost you business 


Now is the time to sell Fusetrons while plants are 
changing over to normal production. Executives are looking 


not available — by installing FUSETRONS throughout 
the entire electrical system 


size because fuses larger than the operating load must be 
used to hold starting currents. 

But Fusetrons hold starting currents, therefore, PROPER 
size switches and panels to fit the load can be installed, 
saving money and space. 


Protect motors aaainst burnout 


On normal installations, Fusetrons used in a size near 
ampere rating of motor will protect it against burnout from 
lack of oil, worn bearings, tight belt or anything that 
causes a dangerous electrical overload—yet their tremendous 
time-lag keeps them from blowing on motor-starting current. 


Give DOUBLE burnout protection to large motors 

Larger motors already equipned with overload protection 
sometimes burn out due to thermals or relays failing to 
operate. Replace fuses used for short-circuit protection 
with Fusetrons of size near motor rating and they will 
protect motor against burnout from any electrical overload, 
entirely independent of other overload device. 


Provide simplest way to stop burnouts from single 
phasing 

When single phasing occurs, increased current flowing 
through remaining phase will open Fusetrons (if size used 
is near the rating of the motor) and shut down motor. 
Never before has such dependable single phasing protection 
been available. 


Make burnout protection of SMALL motors simple 
and inexpensive 

Small motors have generally been operated without burn- 
out protection because the cost of protecting them has been 
too great compared to cost of replacing motor. Now for the 
little cost of installing a Fusetron of proper size, any 
motor can be given safe, dependable burnout protection. 


Protect Coils, Transformers and Solenoids against 
burnout 

Install a proper size Fusetron. It won’t open on harmless 
overloads of normal current surges, yet should a dangerous 
overload occur for any reason it will cut off the current to 
prevent a burnout. 





Fit standard fuse blocks 


They are obtainable in all sizes from 1/10 to 600 ampere— 


in both 250 and 600 volt types. 


Also obtainable in plug type and Tamper-resisting type 
(Fustats) for 125 volt circuits. 


Their Cost Is Surprisingly Low 


for ways to get maximum production and reduce costs. 

Talk to the BUSS Fuseman who sees you. Tell him you 
want complete information about selling Fusetrons. He has 
a workable plan that will mean new business and profits 
to you 





Bussmann Mfg. Co., St. Louis Div.. McGraw Electric Company 


BUSS FUSETRONS 





